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HE dealer who gives vital 

thought to the best in- 
terests of his customers, himself 
and the warm air heating indus- 
try learns first hand the merits of 
every worth while furnace. 


The illustration of the SUCCESS 
HEATER at the left speaks vol- 
umes for its quality, design and 
strength, but you would do well 
to command us to send our com- 
plete descriptive catalog. 


ef? 


Write today 

for our Catalogs 
and the Success 
Agency details @ @ 
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THATCHER FURNACE CO., 
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THATCHER 






name, 


HE one outstanding trait of Thatcher Furnaces which means 
much to the heating contractor is their sheer soundness and 
quality of construction. This characteristic is found in 
every Thatcher Furnace and has been an inseparable part of the 
Thatcher policy ever since the first Thatcher castings were struck. 


This means that every time you recommend or sell a Thatcher 
Furnace you bank on Absolute Reliability. 


The Thatcher New Meteor which is featured in this adver- 
tisement is a prime favorite with many of your fellow contractors 
because its design and price make it the one logical quality 
heating investment for the large majority of prospective buyers. 

You can stake your reputation on the Thatcher New Meteor. 
Now is the time to push this big sales and profit maker. 


Write today to your nearest Thatcher office and mention 
specifically that you want the full details of construction, quality 
and prices on the Thatcher New Meteor Furnace. 


Our general catalog and several interesting booklets will 
be included with our prompt reply. 


39-41 St. Francis Street, NEWARK, N. J. 


Every Thatcher 


VER 72 yea 
O Sualliatie in ry urnaces furnace bears our 


the Warm Air 
Industry. 
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which means 


they are guaranteed. 


New Meteor 





341 N. Clark Street, CHICAGO, ILL. 
133-135 W. 35th St., NEW YORK, N. Y. 
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GIVE YOUR IDEAS PUBLICITY 


MAKING MEN proud of their work never cuts production or diminishes 
quality. But constant drain of their sense of fulfillment does that very thing. 

YOU HAVE ONE excellent way to make your superintendent or your foreman 
or one or a group of your workmen proud of their work. The way is this: 

SUPPOSE in your organization there has been solved one of the constant 
problems that always accompany construction. The problem may be nothing more 
than some new way of placing a machine so that production is increased. Or the 
problem may have been the expeditious repair of equipment. One hundred and one 
thousand possibilities present themselves. 

NOW IF YOU will write the occurrence in a letter to the editor of 
AMERICAN ARTISAN AND HARDWARE RECORD and send a picture if pos- 
sible, the event can be given publicity. It will be interesting to other contractors 
and their forces, and it will create a spirit in your own organization that will help 
wonderfully in getting results. 
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If After 12 Years, This Wilder Metal [s 
“Good as New,” How Long Would [t 


Last in Your Service? 


September 13, 1924. 


Read 
Frank D. Barnhart's Experience: 


“T used some of your product in 191], 
It is still in use and had it painted last 
year (1922) for the first time! It was in 
need of paint but it had not let any water 
through. It is now as good as new and | 
think will be for many years.” 

Frank D. Barnhart, 
Mt. Pleasant, Pa. 














Wilder Metal is a superior coated 


Some of the 


Kn U 

of Wilder Metal sheet, prepared by a patented hot- 
Saenne dipping process at an exception- 
Eenion ally high temperature, and using 
Stacks . ° . 
Smoke Pipes in the alloy a special aluminum 


Stove Linings 
Refrigerators 
Ventilators 
Steam Tables 
Furnaces 

Ice Cans 
Silos 

Cisterns 
Culverts 
Skylights 


composition which renders the 
sheet highly resistant to corrosion, 


May we send you samples for test 
purposes? 


What Do You Make 
that Requires 


Extra Rust Resistance THE WILDER METAL CO. 


at Low Cost? Niles, Ohio 


WILDERMETA 








RUST ~RESISTANT 


SHEETS 














th 
me 
tat 
th 














19 


National Warm Air Furnace Code 
Should Be Thoroughly 
Studied. 











N PAGE 18 of our August 23rd issue 

there appeared an answer by C. F. Ma- 

lone to the warm air furnace heating 
problem of L. H. K., appearing first in our 
issue of July 19th and subsequently taken up 
by many other installers who were desirous 
of helping L. H. K. Mr. Malone’s solution is 
very good. We commend him, and the other 
installers who sent in solutions to the prob- 
lem, for their efforts in wishing to help out a 
brother in difficulties. 

We do not wish to do or say anything that 
would tend to lessen the interest in these 
problems, appearing as they do from time to 
time in the several departments of the Amer- 
ican Artisan, or to discourage any of our 
readers from giving others the benefit of their 
years of experience and observation. 

In his letter, however, Mr. Malone states 
that he believes every furnace installation 
should “be made a personal one with every 
contractor.” 

To this statement we recognize the possi- 
bility of two separate and distinct interpre- 
tations. 

First, that the contractor himself should 
the work of actual installation 
after the specifications had been figured in 
accordance with the standard set down in the 
National Warm Air Furnace Code, checking 
up on the completed installation before turn- 
ing it over to the owner. 


supervise 


Secondly, that every contractor should fig- 
ure the requirements of each individual in- 
stallation according to his own personal idea 
and knowledge of those requirements. 

We prefer to believe that Mr. Malone had 
the first idea in mind when making the state- 
ment, as an adherence to the second interpre- 
tation would necessitate total disregard of 
the national Code’s precepts. 


orial 
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We believe that the furnace installation is 
a problem of sufficient universality to permit 
of its government by the rules laid down in 
the national warm air furnace installation 
Code. 
other words, we believe the National 
Warm Air Furnace Code has or should be 
made to have sufficient flexibility to include 


In 


the many varying circumstances arising in 
the warm air furnace installations made in 
dwelling houses located in any section of the 
United States. 

Of course it is true that an unusual condi- 
tion may be occasionally encountered which 
the Code will not cover, but these instances 
are exceptions and may be of sufficient impor- 
tance to be brought to the attention of the 
warm air furnace research laboratory. In this 
way the ruffles of the Code, if in truth any 
still exist, can be quickly ironed out. 

A correct interpretation of the Code is nec- 
This is not difficult, as the language 
of the instrument is entirely untechnical and 


essary. 


its terms are by-words to any one in the warm 
air heating fraternity. 

Only by gaining a complete and thorough 
mastery of all its contents can the installer 
hope to reap the benefits from the guidance 
of the Code. And his efforts should be more 
than zealous in trying to gain such mastery, 
as he benefits directly in addition to helping 
the entire industry along. 

We, therefore, again stress the point that 
both manufacturer and installer study thor- 
oughly the Code, so as to be perfectly familiar 
with its terms. 

Such procedure will serve the double pur- 
pose of raising the standard of perfection of 
warm air furnace installation, and bring to 
light any defects or inconsistencies which the 
Code itself may by any chance still contain. 
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Random Notes and Sketches. 


By Sidney Arnold 














Edmund Eitels, the “Speco” sol- 
dering paste man, attended a meet- 
ing in New York some time ago and 
noticed one morning on his walk 
with a friend through Central Park 
a man who evidently was a devotee 
of some fresh air cult. The man 
would raise his hands high above his 
head and lower them while taking 
a deep breath. 

Mr. Eitels’ companion, who 
probably did not know anything 
about the mysteries of deep breath- 
ing, watched the man interestedly 
for a while and then turned to his 
friend and asked: 

“Ts it possible, sir, that affairs 
have reached such a state in this 
city that residents have to practice 
what they shall do when they’re held 
up?” 

*x* * * 

J. L. Carr and “Les” Stewart of 
the International Heater Company, 
Utica, New York, are getting along 
famously with the Factory Bulletin, 
which is a little mouthpiece pub- 
lished monthly by the employes of 
International. The department of 
“Clinkers” is particularly interesting 
because it gives the employes 
throughout the shop a knowledge of 
what is going on in other depart- 
ments as well as their own and tends 
to bind them all together into one 
big, happy family. 

* * bad 

“Buck” Taylor, the Premier fur- 
nace salesmanager, wanted a hair- 
cut, but he was in a hurry, so he 
told the tonsorial artist to do his 
work without conversational pro- 
lixity. 

“How’s that, sir?” from the man 
of operatic nationality. 

“With abbreviated or totally elim- 
inated narrations,’ answered the 
other. 

“What ?” 

“Without effervescent verbosity,” 
was the reply. “Let even diminu- 
tive colloquy be conspicuous by its 
absence.” 


The barber scratched his head 
thoughtfully a second and then went 
over to the proprietor of the shop 
and whispered : 

“I don’t know whether the man 
in my chair is mad or a foreigner, 
but I can’t find out what he wants.” 

The victim had to explain that he 
wanted the job done in silence. 

* aK * 

Ernest Gichner is not only a fine 
worker in sheet metal (he learned 
his trade in Europe) ; he is a suc- 
cessful contractor ; he is an eloquent 
orator, and last of all—he has blos- 
somed out as the “poet laureate” of 
the National Association of Sheet 
Metal Contractors, as evidenced by 
the following nine stanzas (be sure 
you don’t stumble over some of the 
superfluous “‘feet’’) : 

Convention Song, Written for the 
Twentieth Annual Convention of the 
National Association of Sheet Metal 
Contractors: 

Melody: Hambone, Hambone, I 
Ain’t Going to Eat No More. 

Chorus after every verse: Char- 
coal, charcoal, charcoal, burning 
bright. 

Solder, solder, solder, is my de- 
light. 


There lived once here, a Tinner’s 
Slob 
I never could admire. 
He cut the price on every job, 
3ut now—he tends the fire. 


The devil needed a furnace man 
So he clinched the low price cut- 


ter. 
He works with tongs, and shovel 
and pan 
Racks grates and cleans the gut- 
ter. 


We have with us, I am glad it’s thus 
Our wives and our consolers, 
For they are boss, without much 
fuss. 
The income cash controllers. 


On warm air, spoke E. B. Langen- 
berg, 
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John Bogenberger on fire. 
But better than old Hindenberg 
Spoke W. F. Angermeyer. 


We have with us three presidents, 
That cross the Rock Creek 200 
bridge. 
Three cheers to our illustrioys 
friends, 
Brandstedt, Pierpoint, Coolidge. 


These three it’s clear, can bring 
much cheer 
And joy to all the thinking. 
If Coolidge gives us back our beer 
And let us do the drinking. 


The Tea Pot Dome was leaking 
some 
Around the oil pipe collars. 
But Mr. Fall, repaired it all, 
For hundred thousand dollars. 


It was no sin to cash it in 

And guard against future losses. 
The silver lining of his tin 

Was of the “palm” oil process. 


Get out of life without much strife 
Some fun of your creation. 

Hurrah for sister, girl and wife. 
Hurrah for our association!! 


* * * 


Business Is Business. 


“Business is business,’ the old man 
said, 
“It’s warfare where everything goes, 
Where every act that pays is fair 
And all whom you meet are foes. 
It’s a battle of wits, a heartless rush— 
It’s a tearing, wearing, fight; 
It’s a trick of the strong to win from 
the weak, 
With never a thought of the right.” 


And he schemed, and he fought, and he 
pushed men aside, 

While the world in contempt looked on; 

It buried him deep ’neath the wealth that 
he claimed 

And covered his name with scorn. 


“Business is business,” the young man 
said, 
“A game in which all may play; 
Where every move must accord with 
the rules 
And no one his fellow betray. 
It’s wholesome and clean, and full of 
good-will 
It’s an urging, surging game, 
It’s a mission to serve in your day and 
age, 


And a guerdon to honor your name.” 


And he sought and he bought, and he 
brought from afar, 

And he served with conscience clear ; 

While his praise was sung by his fellow- 
men 

And his service crowned with cheer. 

—EVERETT W. LORD, Dean of Boston 


University College of Business Admin- 
istration. 
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New Steel Warm Air Furnace Is Placed on 
the Market by Dr. John P. Wagner. 


Inventor Claims Many Improved Features in His 
New Furnace Which Is Made in Dowagiac, Michigan. 


WILL be remembered that Dr. 
John VP. Wagner was elected 
president of the Furnace Fan Cor- 
poration and the Dowagiac Drill 
Company, Dowagiac, Michigan, last 
fall, for the purpose of reorganizing 
and rehabilitating these concerns, 
which were then in a very badly in- 
volved condition, financially 
and otherwise. 

One of the first steps tak- 
en by Dr. Wagner was to 
form a new corporation— 
the Dowagiac Manufactur- 
ing Company, which took 
over the assets and liabilities 
of the two other concerns 
and which he states is amply 
financed. 

In the meantime the pat- 
tern and drafting depart- 
ments were busy with de- 
signs for a steel furnace, 
which has incorporated in it 
several important refine- 
ments and improvements, 
and the plant is now in pro- 
duction on all sizes of this 
new furnace which is de- 
scribed in part by Dr. Wag- 
ner in the following: 

The Wagner Warm Air 

Heater. 

“I have reached the con- 
clusion that a warm air 
heater with smooth, vertical 
lines in parallel section with the 
body and casing, for the brush- 
ing of the air against the heated sur- 
face in its unobstructed upward 
flow, and constructed in a manner 
that would provide a balanced con- 
dition whereby the heat energy from 
the fuel used, through proper com- 
bustion and radiation surface, could 
be extracted and expelled into a 
sealed warm air chamber and would 
provide a continuous circulation of 
pure, wholesome warm air through 
all parts of the house, may justly be 
termed an ideal heating plant which 
can be operated at the lowest fuel 


cost, simplicity of operation and the 
minimum first cost of the plant. 

“The heater is constructed of high 
grade copper bearing steel sheets or 
plates, and where castings are used, 
they are made from high grade gray 
iron, 

“The warm air chamber bottom is 





made from one piece to which is 


welded a steel angle, forming the 
lower ring of the outer casing, pre- 
venting any leakage into the warm 
air chamber from the cellar floor. A 
slotted pocket is provided by an ad- 
ditional angle bar for receiving the 
lower edge of the steel front. Lo- 
cation plates are welded to this bot- 
tom for properly locating the body 
of the heater. 

“The body of the heater has 
welded into it, a heavy steel bottom 
forming the bottom of the ash pit. 
Steel legs are welded to the bottom 
of the heater, thereby raising it 1% 
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inches from the bottom of the warm 
air chamber, permitting the free 
passage of air under the ash pit bot- 
tom and thus preventing the dissipa- 
tion of heat into the concrete or dirt 
floor when same are set directly in 
contact. 
Size of Furnace. 

“The shell of the heater is made 
from heavy plate to which the head, 
feed pouch, ash pit pouch and air 
blast pouch are welded. 

“The height of the heater differs 
in accordance with heater size, to 
provide proper combustion capacity. 

“The Crescent radiator is 
constructed of heavy steel 
sheets, designed of proper 
size to provide for the flow 
of expanded gases in a 
downward position, then 
passing up through an inner 
radiator flue to the outlet to 
the chimney. The bottom 
and head, rear smoke flue 
and cleanout pouch are 
welded to the radiator. The 
vertical radiator flue ex- 
tends from a point 8 inches 
above the bottom of the ra- 
diator to the flue outlet. 

“A horizontal, weighted 
damper is provided in the 
vertical radiator flue so that 
a direct draft can be had 
when starting fire. The 
damper is operated from the 
front of the furnace where 
it is easily accessible. 

“The cast iron flue collar 
between the heater and ra- 
diator is divided into two 
pieces and securely fastened 
to the shell of the heater and radia- 
tor at the factory. It is divided in 
the center and is connected by means 
of machined, beveled flanges, the 
one slipping over the other, forming 
an absolutely tight, metal to metal, 
joint without the use of cement, 
gaskets or bolts, is quickly installed 
and is one of the attractive new fea- 
tures of my heater. 

“The Crescent radiator differs in 
height, according to size of heater. 

“A steel angle bracket is attached 
to the body of the heater to hold the 
radiator in vertical alignment and is 
provided with double adjustment for 
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the horizontal support of radiator. 
Other Outstanding Features. 

“The most outstanding new fea- 
ture of this heater is the connection 
of the front to the body of the heat- 
er by means of divided pouches, the 
front half of the pouches being se- 
curely welded to the front, being so 
constructed as to prevent the least 
possible amount of radiation into the 
basement through the front. The 
connection is made by means of 
Hanges with bulb edges, the faces of 
the flanges being disc ground and 
fastened together by means of U 
har clamps at top, bottom and sides. 
This forms an absolutely tight, 
metal to metal, joint without cement 
or bolts. 

“The feed pouch is lined at top 
with fire brick and the feed shoe 
plate is made of heavy cast iron. 
The pouches are separated to permit 
circulation of air over and between 
them. 

“New and distinctive features 
have been added to the front in a 
double sealed feed door. The inner 
door is disc ground, closing against 
a Cisc surface of the pouch and is 
self adjusting. The outer door, 
which surrounds the inner door, 
is also disc ground and closes tight- 
ly against the front, forming a dou- 
ble seal. 
forms the inner lining of the door 
into which air is admitted through a 
slide plate in the outer door, admit- 
ting oxygen into the combustion 
chamber. The upper feed door is 
provided with the same method of 
double seal protection. 


The carburetor or tuyere 


“The door fastening is a positive 
cam action, locking device which 
holds the door securely in place. 

“A device is provided. for the 
opening of the draft damper in the 
radiator, simultaneously with the 
opening of the feed door and auto- 
matically closes when the feed door 
is closed. 

“The air blast door closes against 
the disc surface and is regulated 
from the rooms above, admitting ad- 
ditional oxygen into the combustion 
chamber, around and behind the 
fluted brick. 

“The ash pit door is disc ground 
and provided with the same kind of 


locking device and has a draft door 
which is also controlled from the 
rooms above. 

“The grate rest and grates are of 
new design, locomotive rocker type, 
self locking in their bearings, easily 
put in and taken out, controlled by a 
shaker handle device on the outside 
of the front, also permitting of com- 
plete dumping of the contents of the 
firepot by the lifting of the auto- 
matic safety latch. 

“At the front of the grate ring 
there is a slicer bar opening acces- 
sible through the ash pit door, 
through which the entire grate sur- 
face can be reached with a slicer bar. 





Exterior View cf New Furnace. 


“The firepot is lined with curved, 
corrugated fire brick with an extra 
row of brick extending up to the 
throat of the flue outlet. 

“A humidifying tank is provided 
which can be controlled from the 
rooms above. 

“Considerable 
given to the installation features. 
This heating plant can be installed 
quicker and at less cost than any 
other type of heater made, due to 
the fact that all parts of the heater 
are made in the factory, so far as is 
practicable, to reduce the installation 
labor in the field to a minimum. 

“The warm air chamber bottom 
can be easily leveled as the plate is 
of heavy, rigid construction. The 
location plates on same assure the 
proper placing of the heater. 

“The radiator is easily connected. 
The front with doors fitted and 


study has been 
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hung at the factory, is placed againgt 
the heater pouches and fitted U bars 
are quickly driven on, so that the in- 
staller has but four main units to 
handle in the installation of the heat- 
er, namely, the bottom, heater, ra- 
diator and front. The remaining 
parts, such as the radiator bracket, 
grate and fire brick, are easily put in 
place, there being no cement, gas- 
kets or loose bolts to handle.” 

Application has been filed by Dr, 
Wagner for personal patents, the 
Dowagiac Manufacturing Company 
being the manufacturers. 


Can You Afford Not 
to Take 36 Per Cent Per 


Year in Discounts. 

There is something irresistibly 
persuasive about a policy of straight- 
forward frankness. [Frankness in- 
spires confidence in a business. Con- 
fidence begets repeat patrons and 
these put a business on a solid rock 
foundation, trussing it up with sub- 
stantial girders and placing it in a 
position for healthy and continued 
uninterrupted expansion. 

An editorial in the Chanticleer, 
the quarterly newspaper of the 
Chandler Hardware Company Syl- 
vania, Ohio, on the store’s policy on 
terms and discounts has inspired us 
to pass the information and advice 
contained therein on to readers of 
AMERICAN ARTISAN so that those 
who do not take advantage of dis- 
counts can see what they are miss- 
ing, and that those who do can re- 
joice in their judiciousness. 

“That there may be no misunder- 
standing here is a frank statement 
of our policy on our terms and cash 
discounts. We have but one set of 
terms and one discount policy. Our 
aim is one price to all. All our sales- 
men are instructed to practice this 
to the letter and we will consider it 
a favor if you will report any viola- 
tions of this rule. Our terms are 30 
days cash. Our policy on discounts 
is to give the customer the same dis- 
count on an article that we receive 
from the manufacturer. If the man- 
ufacturer gives us a 5 per cent dis- 
count if we pay for the goods within 
10 days, we, in turn, are perfectly 
willing to pass this on to our cus 
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tomers if they will pay us the cash 
within 10 days from the time we de- 
liver the machine to them. 

“The majority of the goods which 
we sell carries a 2 per cent cash dis- 
count because that is the discount 
we get from the manufacturers for 
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paying cash in 10 days from date of 
invoice. Did you ever stop to think 
what this 2 per cent discount really 
means. It means that we are paying 
you for the use of your money at the 
rate of 36 per cent per year. Can 
you afford not to take it?” 


James Charles Allen Scores a Point in Saying 
it Is Not the Best Practice to Take 
Air from the Kitchen. 


L. W. Millis Makes Tests Which Bear Out Mr. 
Allen’s Statements About the Loss of Kitchen Odors. 


OME time ago there appeared 
S in AMERICAN ARTISAN a com- 
munication from James Charles Al- 
len, of the International Heater 
Company, Utica, New York. 

In this communication Mr. Allen 
gave the results of his findings in 
regard to odors, stating that the 
odor of garlic and onicns was very 
pronounced near the ceiling, but 
only slightly discernible near the 
floor. 

He then asked that other tests be 
made. 

The Warm Air Study Club of the 
Security Stove Company, lKansas 
City, Missouri, under the tutelage of 
L. W. Millis, has performed some 
of these tests, the results of which 
are given hereinafter. 

Mr. Millis’ letter follows: 

To AMERICAN ARTISAN: 

We refer once more to the mat- 
ter of taking return air from kitch- 
ens and bathrooms and to the com- 
munication from Mr. Allen, of 
Rockford, Illinois, in June 14th is- 
sue of AMERICAN ARTISAN. The 
Warm Air Study Club of the Secur- 
ity Stove and Manufacturing Com- 
pany “beg to report” that we have 
made diligent inquiry among the 
few customers where expediency 
has compelled us to install return 
ducts from kitchens. We found very 
little complaint about odors. 

Our Mr. Grolbert released some 
ether at such a duct and got no odor 
in other rooms. Then he tried it 
at another place and did get the 
ether odor in other rooms. The 
first place had considerable fire in 


the furnace; the second had only a 
low fire. Repetitions of these con- 
ditions always brought the same re- 
sults. 

We noticed in an article by E. A. 
Stewart, professor of agricultural 
physics of University of Minnesota, 
about a year ago that as far back 
as the year 1914 he had opposed re- 
turns from kitchens and baths. We, 
therefore, took the liberty of writing 
him and quote part of his reply: 

“We have not carried out any 
special experiments to determine 
whether there is much chance of 
odors being returned to the other 
rooms if a recirculating duct is used 
from the kitchen. We do know, 
however, that odors have been re- 
circulated through air ducts of that 
kind. It is true that odors which 
are caused by vegetable particles or 
particles of organic origin, if they 
are heated to a.high temperature, 
will oxidize the particles and the 
odors disappear. This will happen 
to such odors as that of fruit and 
even to some extent with odors of 
onions or other vegetables. How- 
ever, if the fire is burning very low 
so that the air is not heated very 
much, then we are very sure, be- 
cause we have experienced such re- 
turn of odors, that the odors will be 
carried to the other rooms from the 
kitchen.” 

Following Professor Stewart's 
statement and Mr. Grolbert’s ether 
experiments, we made a fair fire 
(at any rate fair for summer time) 
and set some rather “strong” vege- 
table matter betwee a small elec- 
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tric fan and a grill. We confined 
the discharge to two distant rooms. 
The odor was perceptible but re- 
duced. 

Taken altogether, we believe Mr. 
Allen is right in saying it is not the 
best practice to take air from kitch- 
ens, but if expediency demands it, 
that the inconvenience may not be 
as great as has been assumed in the 
past, especially if most of the odors 
are drowned out through a canopy 
over the range. 

Warm AiR Stupy CLus 
Of the Security Stove and Manu- 
facturing Company. 
Kansas City, Missouri. 
Charles Smith Company, 
Chicago, Out With New 
Ventilating Heater. 

In speaking of a warm air heater, 
in so far as the scientific man is con- 
cerned, he has customarily thought 
of it as heating the air by contact; 
that is, the air passing through the 





Tke Alamo Ventilating Heater. 


furnace wipes the heat from the 
castings. 

Charles Smith, 6143 Wentworth 
Avenue, Chicago, however, has 
evolved an appliance for heating 
known as the Alamo ventilating 
heater, particularly adaptable to the 
heating of homes without basements, 
halls, stores, churches and schools. 
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The appliance has the appearance 
of a pipeless furnace and it ac- 
complishes its work by the circula- 
tion of the air instead of by con- 
tact. The cold air is drawn from 
the floors of the rooms opening into 
the one in which the heater is lo- 
cated. 


The construction is simple and in- 
stallation, the company literature 
states, is only a matter of remov- 
ing the shipping crates and attach- 
ing the chimney. 

Descriptive giving 
sizes and explanatory verbiage, are 
now available. 


pamphlets, 


Glore Says That Warm Air Furnace Men Must 
Fight to Win Real Success. 


Every Man Owes Some Time and Energy 
to Upbuild Trade to Which He Belongs. 


HE following statement, made 

by E. F. Glore, chairman of the 
Publicity Bureau of the National 
Warm Air Heating and Ventilating 
Association, in a recent advertise- 
ment of the house with which he is 
connected, ought to be read by every 
man who is engaged in the warm 
air heating business, because it 
points out some very important facts 
to which too little attention has been 
paid in the past. 

Mr. Glore’s statement follows : 

The World Loves a Fighter. 

Theodore Roosevelt once said that 
every man owes some time and ener- 
gy to upbuilding the trade or profes- 
sion to which he belongs. This space 
is donated by the Abram Cox Stove 
Company so that I can draw upon 
my experience to help dealers in 
warm air heating systems get the 
business which they rightfully 
should have. 

The last decade has not been an 
encouraging one for dealers in warm, 
air heating systems. True enough, 
many dealers have prospered and 
seen their business increase each 
year. 

But I still say¢that results have 
not been encouraging. They have 
been discouraging because the aver- 
age dealer has allowed the makers 
of competing systems to take away 
a large percentage of the business 
he should have had. 

The dealer who has prospered 
has not prospered as much as he 
should have done. The increase in 
his business has not been in propor- 
tion to the increase in total sales of 
heating systems. 


Some of you may be explaining 
this charge to yourselves by saying 
that people are living in apartmert 
houses too large for warm air heat- 
ing systems and that vou are get- 
ting your fair share of the business 
in small, cottage-type homes. 

But I have answered that statc- 
ment before and I will answer it 
again. It is not founded on fact. 
The apartment houses mainly tak 
the place of old dwellings. The 





E. F. Glore. 


number of new cottage homes being 
erected today is greater than ever. 
Many makers of competing sys- 
tems have given warm air heating a 
black eye. They’ve convinced a 
great number of home builders that 
warm air heating systems are no 
good. They have fought for busi- 
ness! They have won business. 
That business could not have been 
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taken away from you fellows if yoy 
had fought them a little harder than 
they. fought you. 

And the pity of it is that you fel- 
lows could have won your fight 
through fair, sportsmanlike fight- 
ing. You had the right and the truth 
on your side. 

There is still time for you all to 
fight your way back to the share of 
business you should have. But the 
world will not give you that busi- 
ness if you don’t fight for it. And 
it will take intelligent fighting. 





Independent Register, 
Cleveland, Compiles 
New Gratings Catalog. 


The Independent Register and 
Manufacturing Company, Perry 
Payne Building, Cleveland, Ohio, 
has issued its 1924 specification 
sheet and price list on Independent 
“Fabricated” register faces and 
pipeless furnace gratings. 

The sheet is 4%4x7 inches and 
contains 21 pages. The content is 
descriptive of 82 per cent open area 
Grills of special design, 
floor boards and pipeless furnace 
gratings are discussed. 


registers. 





Carr Supply Direct- 
by-Mail Circular 


Placed In Mails. 

The Carr Supply Company, 412 
North Dearborn Street, Chicago, 
has released a direct-by-mail circu- 
lar. The feature of the card is the 
prompt shipment of warm air fur- 
naces, register fittings and sundries. 


Personal Appearance May Help 
or Hurt Chances of a Sale. 


Since personality is a matter oi 
impression, the question of personal 
appearance is logically the first 
characteristic to be considered. The 
first thing the customer does is to 
see you. What he sees makes im- 
pressions. The kind of impression 
that you make, positive or negative, 
depends then upon “how you look.” 


A wise codperation of labor and 
brains is essential to the success of 
both an individual and a business. 
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Warm Air Furnace Advertising Is an Organized 
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Method of Buying Public Attention. 


The Home Owner Is the Market with Attention 


to Sell. 
DVERTISING a warm air 
A furnace is a systematic buy- 
ing of public attention, whether it 
is done for purely educational pur- 
poses or with the object of an im- 
mediate sale in view. 

No retail merchant would think of 
sending a buyer into the market 
without making sure that his buyer 
was fully equipped with a thor- 
ough knowledge of the markets he 
was expected to enter. A neglect 
to test the buying ability of such 
a representative would almost in- 
evitably preclude a loss in profits 
before the goods ever entered the 
store. 

Why, then, if advertising is a sys- 
tematic buying of public attention, 
should its purchasing ability not be 
tested before being sent out into the 


' Hot Air 
( Or Pipeless 
Furnaces 


(| installed. We are prepared to install either pipe 
or pipeless hot air furnaces at a price that is 
Having the work done now will 


STOVES _ KITCHEN 


| 
Prepare for winter no 
| within reason. 
\\ protect you from later inconveniences. 
\\ HEATING 
| FARM AND HOME HARDWARE 
Hunting Season Gets Closer 
| 
| wilds. 


| Diamond Hardware Co. 


H. W. STIFFLER 
308 Montgomery Street 





We are prepared to supply the needs of 
sportsmen in their preparation to take to the 


Are Your Buyers Properly Equipped? 


market to make its bid for public 
attention ? 

In our opinion the resultant corol- 
lary is that an advertisement de- 
serves the same equipment allotted 
to the buyer of any other com- 
modity. 

The advertisement shown here- 
with is that of the Diamond Hard- 
ware Company, appearing in the Al- 
toona, Pennsylvania, Tribune. 

It has made a fairly good bid for 
attention, but there is still much 
room for improvement. The head 
line: “Hot Air or Pipeless Fur- 
naces,” is misleading. It tends to 
lead the reader to believe that all 
hot air furnaces are pipeless fur- 
naces, which is obviously not true. 
A suggested change would be to 
make the headline say something 
















w by having a furnace 





Showing How the Diamond Hardware Company Makes Its Appeal for Public 
Attention. 
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about the healthful atmospheric con- 
ditions obtained with the pipeless 
warm air furnace. Health and econ- 
omy (not cut price) items are al- 
ways good attention getters. 

As the head now stands it means 
little or nothing to the reader run- 
ning rapidly over the paper. 

The first line of reading matter is 
very good and it is along these lines 
that the headline should be carried 
out. 

It undoubtedly would have been 
better if the attention had not been 
divided between the warm air fur- 
nace and the coal heating stove. The 
two are competing with one another 
and we believe they should not be 
associated together in the same ad- 
vertisement. 

So, too, in our opinion, the men- 
tion of sporting goods in this ad- 
vertisement featuring a warm air 
furnace is lost, for the simple rea- 
son that the majority of persons in- 
terested in sporting goods would not 
be attracted to those goods by an 
advertisement offering a warm air 
furnace. 


This is what we mean bv equip- 
ping the advertisement with the 
proper buying needs, before send- 
ing it out on the job. Pick out the 
market to which the advertisement 
is expected to enter. Then give it 
the proper tools with which to work 
in that market. After this is done, 
see that your attention buyer gets 
into the market you intended “him” 
to reach. Good results cannot fail to 
follow these ordinary common- 
sense precautions. 


It Is Good Policy to 
Be Friendly Even 
When You Say No. 


Do you know how to turn down 
a man and still retain him as a 
friend? Do you know when to say 
“No?” It is said that you can call 
a man a liar and say it in such a 
way that you are paying him a com- 
pliment and still be sincere—it’s all 
in the way it is said—use a little tact, 
salesmanship, diplomacy. 





Live your life, do your work, then 
take your hat. 
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Development of Pattern for Transition Piece Connecting 


Blower to Elbow of Stacker Makes Good Problem. 


This Part on Threshing Machine Has Tendency to Wear 
Out Quickly, Due to Abuse from Straw and Stones. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri. 


N THE sketch of a_ threshing 

machine shown some time ago, 
the transition piece which connects 
from the blower to the elbow of the 
stacker is a nice problem for devel- 
opment. This part of the equip- 
ment must stand considerable abuse, 
since sticks and stones and weeds 
that go through the machine have a 
tendency to bruise and wear out 
these parts. Some fans connected 
up at different angles also have dif- 
ferent sort of connections, but as 
long as they are of a transitional 


type from square to round our prob- 
lem here should cover it. From the 
end and side elevation we see the 
general shape the transition has in 
relation to the blower as well as to 
the piping above. 

Now, the first thing is to draw a 
side elevation as shown by T-S-4’-4; 
where 4’-4 is the diameter of the 
round pipe. The idea is to save 
some work on this problem by de- 
veloping a foreshortened plan. Since 
4-4’ is a horizontal line, we extend 
this line both ways and then from 
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Pattern for Blower Connection. 


the extreme points T and S we erect 
lines as A-B and D-C, which gives 
the half width of the fitting. Then 
by drawing lines to the points in the 
semi-circle as C-1-2-3-4 also D-1-2’- 
3’-4’ ; then these represent the fore- 
shortened plan lines looking into 
the elevation from a vertical posi- 
tion. It is a simple matter to con- 
struct this foreshortened plan, espe- 
cially as a person has to have the 
semi-circle for establishing the tri- 
angular lines of elevation. 

To develop the true lengths we 
draw a line as H-T’ and from point 
S and T we project a line over as 
at S’ and T’. Now, for the short 
triangles we pick the lines B-1; 
B-2’; B-3’; B-4’ and set them as 
S’-1’-2’-3’-4’.. For the long lines 
we pick the plan lines as C-1; C-2; 
C-3; C-4 and set them over from 
T’ as 1-2-3-4. When lines are drawn 
to H we have the true lengths of 
these triangular lines in plan and 
elevation. To set out the pattern we 
draw any line as T-S equal to T-S 
of elevation, then we pick the long 
true length H-1, and using T as cen- 
ter, we strike an arc as at 1. Next 
pick short true length H-1; and 
using S as center, cross arcs in 
point 1. Set another pair of dividers 
to equal the girth spaces and the 
semi-circle as 1-2, and using point 1 
in pattern as center, strike arcs as 
at 2 and 2’. Then pick true length 
H-2 and H-2’, and using T and S 
as centers, cross arcs in point 2. Con- 
tinue in this way until point 4 and 4’ 
are established. After this pick 
half the width of the transition as 
A-B of plan, and using T and S as 
centers, strike arcs as at B and A. 
Then pick the elevation lines as seam 
lines S-4’ and T-4 and set as 4’-A 
and 4-D in pattern. This enables 
drawing lines through all points 
where arcs cross, and the pattern is 
finished. Edges for seaming must 
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2 allowed extra. Fittings of this 
ind are ordinarily made in two 
pieces with the seams as shown since 
“sey are more convenient to assem- 
ble and do not cut out so much 
weste. 


Non-Ferrous Metals 
Faring Well. 

The Business Bulletin for Sep- 
tember of the La Salle Extension 
University, Chicago, makes the fol- 
lowing comment on metals: 

“The non-ferrous metals are all 


faring well. Copper is stronger be- 


cause of foreign demand, with ex- 
ports running 50 per cent ahead of 
last year. There is current antici- 
pation that the European outlet for 
our surplus output of copper will 
grow fast as soon as increased pur- 
chasing power is made available in 
Europe when the Dawes plan shall 
have been put to work there. Lead 
and zinc are also in good demand 
and at higher prices. 

“The matter of wages is always a 
prime factor in the ability of every 
industry to hold its own by econom- 
ical production in times of small de- 
mand and low prices.” 


St. Louis Sheet Metal Contractors and Salesmen 
Have Usual Grand Time at Joint Picnic. 


Herb Symonds Reports the Successful Affair 
With His Usual Affluence of Description. 


HE following interesting report 
Ei the thirteenth annual joint 
picnic of the St. Louis Sheet Metal 
Contractors’ and the St. Louis Sheet 
Metal Consumers’ Protective Asso- 
ciations has been received from 
“Herb” Symonds, our special repre- 
sentative at this important occasion : 

The thirteenth annual basket pic- 
nic of the St. Louis Sheet Metal 
Contractors’ Association and _ the 
Sheet Metal Consumers’ Protective 
Association was held Sunday, Sep- 
tember 7, 1924, at Bartolds’ Grove, 
near St. Louis. 

The committee was on hand at 9 
a. m.; horse shce game started at 
11 for members and salesmen only. 
Eight pairs started the game which 
was hard fought until the final two 
pairs which scored as follows: A. P. 
Faéssler, first; William Koilsch, 
second; Herman Brinkman, third; 
Diesclhorst, fourth. 

The dinner bell was then ringing 
and everybody made a grand rush 
for the tables. At 1 o’clock promptly 
the tug of war was called. A prize 
of $150 had been set for the side 
that broke the rope, but owing to 
the fact that the rope was only 2 
inches in diameter and they never 
broke it the committee took the 
money and got a package of cigar- 
ettes, and every man that participat- 


ed in the tug of war received the 
same prize. 

The baseball game was a hard 
fought battle between the salesmen 
and the contractors, but owing to 
the fact that the contractors had the 
Loisest umpire they naturally won, 
As the 
time was short we had to cut down 


the score being 105 to 106. 


the number of innings to 23 each, 
and every player, including the two 
umpires, was awarded a prize. 
After the baseball there 
were races for men under and for 


game 


men over 35 years of age. 

Next a race for the fat men was 
called. 

The balloon blowing contest for 
the members’ wives only was called 
at this time and was very well con- 
tested. The majority of the ladies 
had neglected to bring their bicycle 
pumps and those who were not 
laughing were really blowing the 
balloons. The majority of them ran 
out of air before the ballons burst- 
ed. Three nice prizes were awarded 
in this contest and those who did 
not break their balloons still retain 
the balloon in order that they may 
practice for next year. 


The next race was a 75-yard dash 
and owing to the fact that all ladies 
were single for the day it took the 
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larger portion of the park to run 
this race. 

The ladies’ egg race was next in 
line; but as the game committee 
neglected to bring the muscilage, the 
ladies had a hard time keeping the 
egg stuck on the spoon. 

In the children’s races for young- 
sters of six years and less every 
In the 50- 
yard race for girls from 6 to 12, 


child received a prize. 


some of the girls undoubtedly are 
still running. The larger girls, from 
12 to 16 years, race was next, and 
three nice prizes were awarded for 
this race. 

The boys were not forgotten, for 
there were also races for those from 
6 to 12 and 12 to 16. 

‘The next race was a mixed water 
carrying race for men and women. 
This race would have been enjoyed 
much better by the majority of the 
participants had the game commit 
tee been thoughtful enough to pro 
vide towels, as several of the con- 
testants, including the majority of 
the members of the committee, re- 
ceived a lovely shower bath. 

The next race, for salesmen only, 
was an apple eating contest at a 50- 
yard dash and up to the present 
writing we have been unable to as- 
certain just which salesman ate the 
apple with the $5 gold piece in it. 

In the needle threading contest 
between the men and the ladies, 
those that were not stuck up were 
pretty well sewed up. 

The last race was a 75-yard dash 
for members only and you would 
surely think these fellows were run- 
ning after a job. 

l‘or every one of the races there 
were from three to six prizes and 
six beautiful attendance prizes, 
which were awarded at the dance 
pavilion at 6. For the enjoyment 
of those who did not care to par- 
ticipate in the races the orchestra 
was on the job from 2 until 11. 

The picnic was well attended, in- 
cluding our friends from Alton, Col- 
linsville and other adjoining towns. 

All the children were well sup- 
plied with the usual barrel of lem- 
onade, plenty of candy, peanuts and 
chewing gum. 
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Hurrah, Here Is How to Get the Starving Sheet 
Metal Worker Out from the Tanks. 


Harry Frye Takes Pity on Suffering Humanity 
and Solves Problem of Three Diameters. 


ND still the merry battle goes 

on, and we don’t mind, for if 
nothing else is accomplished some of 
you fellows will at least be polished 
off a little on your geometry; and 
that is worth while. 


Brother Frye, from the state of 
the fiddler who became Governor, 
shows how to economize on move- 
ments and also points a way to get 
out for the starving fellow between 
the tanks: 

To AMERICAN ARTISAN: 

I read with interest and profit 
Mr. Vanasdal’s “Difficult for 
Dunces” solution of the circle prob- 
lem and note with pleasure that he 
upholds the tradition of the “Windy 
City” with this article of his which 
is full of wholesome hot air. His 
windy solution is quite correct, but 
he neither adds to nor detracts from 
the merits of my application of the 
system to the same problem. 


As will be noted in the accom- 
panying diagram, Figure 1, exactly 
the same number of moves have 
been made in each case. Count ’em. 
Four arcs and five lines. “Simple 
Simon” himself couldn’t screw this 
up to another notch of simplicity. 


Se 














Figure 1. 


Yet Mr. Vanasdal would have you 
believe that he has simplified the 
system. Now turn to page 29 of 
the June 28th issue of AMERICAN 
ArTISAN. Count ’em. Three arcs, 
one semi-circle and five lines. (I 
didn’t count the sines and projec- 





tions.) And I did mine in less time 
than he did his. Proof. I ama 
younger man and quicker than he. 
He also stopped a minute to figure 
on the size of the semi-circle, and 
in the meantime I, like a “Dunce” 
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the discussion and enjoyed it as 
much as I have, including the good- 
natured raillery that went with it. 

I will now cross the “Bridge -* 
Asses,” join Mr. Vanasdal and solve 
the problem of the tanks with the 
string and rule while confined be- 
tween the tanks. See Figure 2. 
Stretch the string tangent to the 
tank to form a 6, 8, and 10 triangle 
as a contractor would do in laying 
out the foundation for a house. This 
6, 8, and 10 triangle to be of units 

















Figure 2. 


not thinking, slapped down those 
first two arcs of mine, with a given 
radius, and gained a lap on him. 

Probably if we had been adding 
fifty or more circles I would have 
been half through before he would 
have figured out that semi-circle to 
the right dimension to accommodate 
old Ponsy’s party and the circles at 
the same time. 

Another thing I have endeavored 
to make clear is this: That any one 
can by system add and subtract the 
areas of circles and need not know 
or care that old Euclid made “short 
hand” notes at the Ponsy family re- 
union or that an angle had a func- 
tion, or that a? + b? = h?, Mr. Van- 
asdal to the contrary notwithstand- 
ing, etc. 

Both systems are good and fast 
and as they show such similarity 
I will insist that every other prob- 
lem be solved by Mr. Vanasdal’s 


method, and that the Ponsy family, 
including little Projection, Sine, and 
Altitude be invited. Miss Tangent 
and Miss Cosine will have to remain 
at home to look after the wants of 
mother Secant and grandfather 
Chord who is indisposed. 


I hope that all have profited by 
to suit the space between the tanks. 
That is, units of 1 foot if the space 
permitted, or with units of 1 incii if 
necessary. For better illustration | 
show the triangle out of proportion 
to the tank. For accuracy measure 
y on line with BA. Measure b. 
which is the distance from the tan- 
gent point to A. Then in the fig- 


ure 
a- = b? oe y’ 
also a? = x? + x? — 2xm, 
or a®? = 2x (x —m), 


and asx —m=y, 
a? = 2xy, and also 
b? + y? = 2xy, which gives 
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"+e 
x — ——, so that 
2y 
b? + y’ 
___-__—- = the diameter of the 
y 
tank. 


The two remaining diameters are 
found in the same manner. As no 
other solutions fulfilling the condi- 
tions of the problems have been of- 
fered this confused, complicated so- 
lution will have to suffice. I find 
that 2 and 2 are 4, and that Pi is 
still plus (but minus on my table). 
| believe that a circle can be 
syuared and an angle trisected. 
There is nothing impossible except 
throwing a “muley” cow over the 
fence by her horns, and | am not so 
sure about that. If a squirrel is on 
a tree trunk and you go around the 
tree, you also go around the squirrel. 
Fifty will say you do and fifty will 
say you don’t; then this is fifty-fity. 
Half of the word is smarter than the 
other half; this is also fifty-fifty. A 
duck swallowed an eel, to no pur- 
pose. This is fifty-fifty also. He 
curved his neck and said to the eel, 
“Now circulate, durn you, circu- 
late.” We are still circulating. 

“Conscientious Objectors” to the 
above solution not barred. 

Respectfully, 
Harry Frye. 


It Doesn't Take Many 
Copies to Get Your 
Money’s Worth. 


To AMERICAN ARTISAN: 

It seems as if the news had de- 
serted me when AMERICAN ArTI- 
SAN does not put in its appearance. 

I have some of the pattern pages 
on file from as far back as 1897. 
They often come in handy. 

I am glad to see that you are 
working for the attainment of bet- 
ter sheet metal work. As that is also 
my aim. I hope we can all work 
together and accomplish something. 

I certainly think your paper is 
worth while. It doesn’t take many 
copies to get your money’s worth. 

Yours for Better Days, 
R. I. CHANDLER. 
Los Angeles, California. 
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Kalamazoo Sheet Metal Contractors Go After 
Eaves Trough Business in Aggressive W ay. 


They Use Quality Work and Good Material as Chief Selling 
Arguments But Mention Fact That Prices Are Reasonable. 


HEN it comes to new con- 

struction work or replacement 
of material on buildings, “price’’ is 
about the poorest argument that can 
be used in selling, although the cost 
naturally must be and always is con- 
sidered. 

The quality of material and the 
grade of work are far more impor- 
tant and, if properly stressed, will 
win out against the mere price ar- 
gument. 

In the two advertisements which 
are shown herewith and which ap- 
peared in the daily newspapers of 


TROUGHS 
that 
STAND the GAFF 


If you want to in- 
stall eaves-troughs 
that will withstand 
the destructive 
forces of nature for 
years and years, call 
4616. 


We use Michigan 
Standard Sheet 
Metal, a tough, pli- 
able steel sheet that 
is proving its un- 


usual durability, 
season after season, 
on hundreds of Kal- 
amazoo homes. 

Let us give you 
an estimate. 


KALAMAZOO 





A Kalamazoo Sheet Metal Business 
Getter at Work. 


Kalamazoo, Michigan, “quality” is 
the keynote, and we are inclined to 
believe that both concerns found 
their money well spent. 

The advertisement of the Kala- 
mazoo Blow Pipe Company is a full 


NOTICE! 


Now is the time to have your 
eavestroughs repaired or new 
ones put up. If you want good 
eavestroughs at a reasonable 
price, call 


GEVERINK’S 
Sheet Metal Works 


o18 Luke St. Phone 1438-W 













Going After Eavestrough Business in 
a Strong Way. 


size reproduction of the original and 
presents the sort of selling argu- 
ment that will get profitable busi- 
ness, because it is based upon good 
material and good work—and the 
closing paragraph indicates that the 
company is prepared to prove that 
its price is fair. 

Geverink’s Sheet Metal Works 
used two inches, single column, to 
emphasize the fact that “now” is 
eave-troughing time and that they 
do good work at a reasonable price. 

Sheet metal work is no different 
from any other line of business. It 
can be advertised and sold just like 
anything else, and it depends entire- 
ly upon the contractor himself as to 
whether the work which he does is 
to be done at a fair profit or at a 
loss. Work well done always de- 
mands and receives a fair wage if 
the man who sells it goes at things 
in a manner toward that end. But 
if he imagines that the only way to 
secure a contract is to make the low- 
est bid and let chance decide as to 
what he may be able to “skin,” then 
he will always be known as “the fel- 
low who bids low and does poor 
work,” 

By the way, you sheet metal con- 
tractors in other states, isn’t there 





any eave trough work to be done in 
your locality, or don’t you figure 
that it is worth while going after? 

Send us copies of your newspaper 
advertisements. 


How John J. Norton 
Solicits Patronage. 

As a card the accompanying re- 
print from the Bangor, Pennsyl- 
good. ‘The 


vania, News is very 
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Relations with Banker 
Are Based on Confidence. 


In speaking on the question of the 
merchant’s relation with his banker 
dealers expressed the opinion that 
the most essential thing for the mer- 
chant to do is to know exactly what 
he wants, what he wants it for and 
then tell the banker all the details. 
To evade or misrepresent to the 
banker is suicidal, it was said, be- 





PLUMBING HEATING 


SPOUTING 


TINNING 


DONE BY 
JOHN J. NORTON, 
East Bangor, Pa. 


Your patronage solicited. 


AH phone orders promptly attended to. 


Work guaranteed. 


Blue Mt. Phone 289) 


eel 





Advertisement Taken from Bangor, Pennsylvania, News. 


name plate, being the most impor- 
tant part of the ad, appears in the 
largest size of type. The ad is 
nicely centered and an ample use of 
white space has been made. 

It seems, however, that a much 
greater pulling power could be pro- 
duced if one of the four points were 
stressed alternately ; that is, if stress 
were placed first upon plumbing, 
then upon heating, etc. This could 
be done at very little additional ex- 
pense and a more vivid impression 
would be made. Ifa small cut of a 
heater were shown, together with a 
few interesting facts about heating, 
changing off in this manner, the re- 
sults would be much more gratify: 


ing. 


Galvanized Sheets Will Bar 
Locusts from Argentina 
Wheat Fields. 


Thirty-nine thousand tons of gal- 
vanized steel sheets are to be used 
as barriers to stop the ravages of 
locusts in the agricultural regions of 
Northern Argentina. The Depart- 
ment of Agriculture recently signed 
a $5,000,000 contract for the mate- 
rial with an American steel sheet 
fabricator. 





Do you know your costs? 


cause the banker is sure to find out 
and if his confidence is lost the mer- 
chant has lost his most necessary 
business associate. 





Notes and Queries 




















“Alcazar” Oil Stove. 

From Otto Schuman, Wisconsin Rapids, 

Wisconsin. 

Please advise me who manufac- 
tures the “Alcazar” oil stove. 

Ans.—Aleazar Range and Heater 
Company, Milwaukee, Wisconsin. 
“Keystone” Wash Boiler Handles. 


From Globe Radiator and Sheet Metal 
Works, 1911 Michigan Avenue, De- 
troit, Michigan. 

Kindly inform us who manufac- 


tures the “Keystone” wash _ boiler 
handles. 

Ans.—Berger Brothers Company, 
237 Arch Street, Milwaukee, Wis- 
consin. 

Cork. 
From A. M. Fairfield, St. Marys, Kan- 

Sas. 

Who manufactures cork goods, 
such as bottle corks, etc. ? 

Ans.—Consumers Cork Products 
Company, 225 West Ohio Street ; 
Redlich Manufacturing Company, 
637 West Oak Street ; Chicago Cork 
Works Company, 1243 South Wa- 
bash Avenue, all of Chicago, IIli- 
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nois, and Armstrong Cork Com. 
pany, 204 South Third Street, 
Louis, Missouri. 


Phosphor or Illuminate Signs. 
From Faust Manufacturing Company 

Comfort, Texas. = 

Where can we buy phosphor or 
illuminate signs; also where can we 
get the material to make them ouyr- 
selves ? 

Ans.—A. Schwabe and ( mpany, 
4733 North Western Avenue, Chi- 
cago, Illinois. 

“Simplex” Electric Sad Iron. 


‘rom Roanoke’ llardware 
Roanoke, Illinois. 


Please advise us who makes the 


Company, 


“Simplex” electric sad iron. 
Ans, 


Company, 


Simplex [Flectric Heating 

Cambridge, Massachu- 

setts. 

“Wheeling” Super Radiant Gas Heater. 

From T. P. Johnson, Louisbury, Kan- 
sas, 

Will you please inform me who 
makes the “Wheeling” Super Ra- 
diant gas heater ? 

Ans. — Wheeling Corrugating 
Company, Wheeling, West Virginia. 
Machine to Cut 6-Inch Holes in 14- 
Gauge lron. 


From Faust Manufacturing Company, 
Comfort, Texas. 


Who manufactures a hand-oper- 
ated machine or tool that will cut 
6-inch holes in 14-gauge iron? 

Ans.—The Peck, Stow and Wil- 
cox Company, Southington, Con- 
necticut. 

Oil Burners for Ranges; For 
Fireplace. 
Froam Roanoke Hardware Company, 

Roanoke, Illinois. 

Kindly tell us who makes oil 
burners that can be used m regular 
ranges ; also who makes an oil burn- 
er for a fireplace. 

Ans.—1. Superior Oil-Gas Burn- 
er Company, 453 North Racine Ave- 
nue; Atlas Oil Burner Company, 
5812 Broadway, and Chicago Grav- 
ity Feed Oil Burner Company, 6308 
Wentworth Avenue, all of Chicago, 
Illinois. 2. Detroit Vapor Stove 
Company, Detroit, Michigan. 

“Magee” Furnace. 


From Arthur W. Murray 
Hoopeston, Illinois. 


Who makes the “Magee” fur- 
nace ? 

Ans.—Magee Furnace Company, 
30 West Lake Street, Chicago, Illi- 
nois, and Boston, Massachusetts. 


Company, 
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Prosaic Subjects Can Be Interestingly Displayed So as 


to Attract the Attention of Passers-by. 


Gustave F. Derse Makes Fire Place in 
Window to Draw Attention to Floor Heaters. 


HAT is your idea of a good, 

effective, attention-getting win- 
dow display? ‘This question un- 
doubtedly confronts you at least a 
dozen times during a year and per- 
haps even oftener. How do you 
answer it? Do you have any set 
standard by which you attempt to 
Surely you must 


guide yourself ? 


have some about what 


should be placed in a window from 


precepts 


time to time, how long to leave each 
window display before taking it out 


a 


In the accompanying illustration 
of a display of Radiant heaters, an 
extremely 
Gustave I. 


prosaic subject at best, 
Derse has put over the 
idea in good shape. He has shown 
that some method can always be 
found to successfully display the ob- 
ject. 

Mr. Derse remarked as follows: 

“This display consists of six new 
method Radiant floor heaters. One 
new method air circulator on the 


right side and a new method Ra- 


cardboard and cut in shapes shown 
in the display as it appears in the 
accompanying illustration,” 


Pennsylvania Railroad 
Offers Reduced Fares to 
Hardware Contentionites. 
\re you planning to attend the 
National 
Ameri- 


annual convention of the 
Hardware Association and 
Manufacturers’ As- 
Atlantic City 


can Ilardware 


sociation to be held at 





Attention- oaing Window Display of Heaters Arranged by Gustave F. Derse for J. J. Snyder & Son, Inc., 2254 Bedford 


and replacing it with another 

Well, it is a very easy matter to 
judge what would be proper. Each 
season has numerous staple items 
that are always in demand during 
their respective seasons. 
is only necessary for you to make 
a list of these items and then just 
before that any one of the seasons 
arrives arrange a suitable display al- 
ternating throughout that particu- 
lar season with different items. 

Appropriate settings are easily 
made for almost any given group 
of items. 


Now, it 


Avenue, Brooklyn, New York. 


diant heater burner on the left side, 
also one new method Radiant fire 
place heater at the back in center. 

“The fire place heater is set in an 
open fire place made of wood and 
covered with red brick paper. The 
top of the window back is covered 
with holly paper and red and green 
cord in diamond shape. 

“The front of the window has 
green effect paper looped 
across. 

“The floor is covered with green 
crepe paper and a red border. 

“The signs are made of brown 


rope 


October 13 to 17, 1924? Yes. Of 
interest to you then is the an- 
of W. E. Blachley, 
division passenger agent, Pennsyl- 
323 South Wells 
to the ef- 


nouncement 


vania Railroad, 
Street, Chicago, 
fect that for the delegates and oth- 
ers who are attending these conven- 
tions the Pennsylvania Railroad sys- 


Illinois, 


tem is arranging the operation of a 
special de luxe train composed of 
modern all-steel equipment, includ- 
ing club, open section, compartment, 
drawing room and observation cars. 
with dining car service at a reduced 
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fare of one and one-half for the 
round trip on the identification cer- 
tificate plan. 

The special train will leave Chi- 
cago, Union Station, Canal and 
Adams Streets, Sunday, October 12, 
1 p. m. central standard time, arriv- 
ing in Atlantic City, New Jersey, 
9:40 a. m. the following morning. 

Upon presentation of proper cer- 
tificate of identification, which can 
be secured from your secretary, Mr. 
T. J. Fernley, 505 Arch Street, 
Philadelphia, Pennsylvania, to your 
home ticket agent, you can purchase 
a round trip ticket at the reduced 
rate. Selling dates of the conven- 
tion tickets in central passenger as- 
sociation territory are October 9 to 
15, inclusive; tickets must be val- 
idated at destination and bear a final 
return limit of October 23. 


One way railroad fare, Chicago 
to Atlantic City, is $31.52; round 
trip on the above plan, $47.28. Pull- 
man fares to Atlantic City are: 
Lower berth, $9; upper berth, 
$7.20; compartment, $25.50, and 
drawing room, $31.50. Consult lo- 
cal ticket agent relative to fares, 
selling dates and final return limit 
applying from your home city; also 
details covering side trip to New 
York city, which can be made from 
Atlantic City or Philadelphia. 

Another notable feature is the 
fact that tickets to the east, if 
routed via the Pennsylvania Rail- 
road, will be honored by way of 
Baltimore and Washington without 
additional charge. This will enable 
you to take advantage of a stop-over 
at those cities, as well as many other 
important stop-over points, on the 
return trip. 

Cards for making application 
transportation and accommodations 
can be had from W. E. Blachley, 
323 South Wells Street, Chicago. 





Jennison Hardware, 
Bay City, Erects New 
5-Story Building. 

Construction is well under way 
in the 5-story, 100x100-foot build- 
ing for the Jennison Hardware 
Company, Bay City, Michigan, man- 


ufacturer and dealer in mill, mine 
and factory supplies. 

The building will be of reinforced 
concrete construction and equipped 
with all modern material handling 
apparatus, etc. 


Woman Furnishes Idea for 
Non-Freezable Water Filter. 


Some years ago L. W. Irench 
was a prosperous hardware mer- 
chant in Holton, Kansas. He found 
time to visit other stores and to go 
to the market in Kansas City and 
other wholesale centers and thus was 
enabled to buy at better prices and 
to improve his selling methods. 

On the train home from one of 
these trips Mr. French recognized 





Non-Freezable Cistern Filter. 


a woman from Holton and as is 
natural they shortened the tedious- 
ness of the travel by “visiting.” 
During their talk the woman said 
something about the difficulty she 
had in making good suds with the 
hard water that the water company 
furnished and added that she had 
a big cistern at her house, but that 
it was really useless because she had 
no means of clearing the rain water 
in the cistern, so that she might use 
the liberal supply there always was. 
Especially, she emphasized, would 
this rain water be fine for laundry 
work and for washing one’s hair. 
This set Mr. French to thinking 
and after many trials and failures 
he finally succeeded in building a 
filter that would not only clear the 
dirtiest rain water, but was abso- 
lutely non-freezable, which is a very 
important point, as the filter would 
break and be destroyed by the ex- 
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panding ice. This filter was made 
by Mr. French in the sheet metaj 
shop operated in connection with his 
hardware store. 

He sold quite a number of these 
filters in Holton and never had a 
complaint. 

After a while he was induced to 
make up a dozen for a traveling 
hardware salesman and they sold so 
quickly that he made up his mind 
to manufacture them on a large 
scale and now they are carried jn 
stock by most of the hardware job- 
bers in the Missouri River section 
and in far western states. 

About a year ago Mr. French 
built a new factory in Bloomington, 
Illinois, moving there from Topeka, 
Kansas, when he had located the cis- 
tern filter business after he sold his 
hardware store. 

The sectional view shown here- 
with gives a good idea of the ¢on- 
struction : 

The U. S. filter is made in two 
The top or small section 
is detachable and reversible, which 
enables the placing of filter at either 
corner or in angle of building to 


sections. 


suit. 

In reversible top section, is a per- 
forated metal strainer, which takes 
out the larger particles, such as 
straw, leaves, worms, bugs and 
birds, and are discharged through 
the end opening. This prevents the 
use of water from decayed matter. 
of the filter to any home. 

The water on a downward flow, 
passes through a large wire strainer, 
covered with filter cloth, which 
takes out the fine dirt or silt, so 
detrimental to cistern water. The 
water then goes through a large 
quantity of charcoal, and some 
gravel, the filtering qualities of 
which are well known. By strain- 
ing out the dirt or silt before pass- 
ing through the charcoal, it is at 
all times in far better shape to do its 
work properly, and fit for use many 
times longer, than if used in the old 
home-made filter way. 

The overflow space at bottom is 
a valuable feature; the outlet pipe 
in center of filter which goes 
through bottom to the pipe leading 
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to cistern, also extends even with 
top of the large screw covered open- 
ing on front, near bottom, so if no 
cut off on down pipe, the screw cap 
can be removed and let water run 
to waste. 

The drainage is said to be perfect, 
and will not freeze. At top of the 
lower section there is an opening 
protected with a rounding hinged 
cover; through this opening all the 
inner parts can be removed and re- 
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placed at will. 

They are easy to install; if no 
tinners’ shears are handy, a file and 
hammer are the only tools neces- 
sary. 

These filters come in four sizes, 
according to sizes of down spouts, 
and are shipped complete, ready to 
attach. Further particulars will be 
furnished promptly to dealers who 
write U. S. Cistern Filter Company, 
Bloomington, Illinois. 


Why Do Some Hardware Merchants Not Get 
Adequate Returns From Their Risks? 


B. Christianson Analyzes One Hardware Merchant's 
Statement of Business and Finds Several Discrepencies. 


URING the course of the dis- 

charge of his duties as assistant 
secretary of the Wisconsin Retail 
Hardware Association, B. Christian- 
son received a letter from a hard- 
ware dealer asking Mr. Christianson 
to assign a reason for the hardware 
dealer’s business failing to produce 
any substantial profit. 

This letter was by no means 
unique in the features, as Mr. Chris- 
tianson has had similar requests 
from other hardware dealers from 
time to time. There are also many 
men who would like to have this 
question answered, although possi- 
bly through temerity, they have not 
committed themselves to 
their desires. 

At any rate, Mr. Christianson an- 
swered the letter and the contents of 
his reply will be read with interest 
by those retail hardware dealers who 
are endeavoring to answer the ques- 
tion for themselves. 

Mr. Christianson’s 
follows : 

Your methods in computing your 
profits and losses, are not in accord 
with good accounting practice. They 
will mislead you to the extent as 
shown in the following analysis. We 
submit this for your careful consid- 
eration and not in any spirit of crit- 
icism except as it may be construc- 
tive, and in hopes that it will enable 
you to realize a real profit from your 
business this coming year. 

Your net sales show a nice vol- 


voicing 


letter is as 


ume and a turnover of 31% times on 
your merchandise inventory. This 
is better than the average. Dividing 
your margin by your sales at retail 
shows only 19 per cent on your sales 
which is too low. Even with a gen- 
eral merchandise stock including 
low margin lines, you should aim 
to get better prices wherever possi- 
ble so as to bring this margin up to 
24 or 25 per cent based on sales. 
You are entitled to a larger margin 
than 19 per cent and you must get 
it if you are going to remain in 
business. 

In studying your expense items 
we do not find any items for owner’s 
salary. If you were to become dis- 
abled tomorrow and had to hire a 
manager, there would be a salary 
item then to be reckoned with. 
Therefore you should charge up a 
salary for yourself equal to what you 
would have to pay a man to conduct 
the business if you were to have to 
leave at this time. We have set this 
item at $2,500 and it is our belief 
that you wouldn’t want to work for 
any one else for any less money than 
that. 

Again, there is no item to be 
found covering rent. You own the 
buildings, of course, and you can’t 
show rent paid to yourself in your 
income tax, but for safety sake you 
must consider rent in your figuring 
up of your expenses, when you are 
estimating what overhead you must 
charge on the cost of the merchan- 
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dise and the amount of profit you 
wish to make. 


If you did not own the building 
there would be rent to pay and your 
expense ratio as against sales would 
show higher than it does now. Is 
there any reason to think that you 
can mark up your goods at a lower 
figure because you own the build- 
ing? No, is the answer. 

So now we have added $2,500 
owner’s salary and $900 rent to your 
expense items making a total of 
$9,746.06. Deducting this from 
your gross margin of $10,774.09, we 
find $1,028.03 balance in place of 
$4,428.03 as you have it and still 
we are not ready to call this a net 
profit. 


If you were to take the money 
you have invested in all but the real 
estate (real estate taken care of in 
rent we have allowed) it would 
amount to $25,969.41 and_ this 
amount if placed out at interest as 
a farm loan or on a good real estate 
mortgage would net you 6 per cent 
or $1,559.16 without any risks being 
attached to its investment in this 
manner. 


Therefore, we find that the bal- 
ance of your earnings as figured 
above amounting to $1,028.03 is not 
sufficient to net you the same 
amount, as if you had placed your 
money out at interest. In fact, you 
are short just $531.13 of earning as 
much with your money as if you 
loaned on good security. 


So we make the statement and 
urge you to have in mind that there 
is no net profit until you have first 
earned 6 per cent on your invest- 
ment, or in other words, that instead 
of showing a profit as you feel you 
have done of $4,428.03 you have in- 
curred a loss of $531.13 on your 
trading transactions as a merchant. 


As we study your statement of 
assets and liabilities, we have to 
compliment you on the condition of 
your accounts receivable. With an 
annual sales of $59,000 your aver- 
age monthly sales would amount to 
about $4,900. Your accounts receiv- 
able of $3,876.10 shows less than 
one month’s business on your books 
or that your accounts are being col- 
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lected in less than thirty days. This 
is commendable. 

The condition of your cash ac- 
count is very favorable. The invest- 
ment in real estate is rather high, 
a little above the average, for it 
amounts to almost one-fourth of 
your entire invested capital. 

Dividing your total investment of 
$34,964.17 into your total sales at 
retail $59,789.86 shows a capital 
turnover of about 1.7 per cent. This 
is too low. You should do the vol- 
ume of business you are doing on 
about a $25,000 investment, thus se- 
curing a larger turnover on capital. 
This would mean that you could 
then multiply the net profit made on 
sales whether 3 or 5 per cent by the 
number of turnovers of your capital 
invested as figured above. 

If you could turn your capital 3 
times—and many do—it would 
mean that you could multiply the 3 
or 5 per cent net which you made 
on your sales by the three turnovers, 
thus giving you from 9 to 15 per 
cent on your capital invested, which 
is a fair remuneration for the risks 
you assume when going into busi- 
ness. 

Our recommendations are, that 
you increase your margin by getting 
a better price perhaps on all but 
your most staple lines. Then charge 
into your expenses all items such as 
we have suggested and make a spe- 
cial effort to reduce any items pos- 
sible. 

Have constantly before you that 
the margin that you put on your 
merchandise over and above invoice 
cost, must cover your cost of doing 
business and your profits as well. 
Your profit must come from your 
margin. Watch every line as much 
as possible and make it pay even if 
only a small profit. 

We will be very interested to 
have you report at the end of 1924 
and feel satisfied that it will show 
you a very substantial net. 

Yours very truly, 
B. CHRISTIANSON. 





The law of supply and demand 
does not always obtain. Look how 
many reformers we have and how 
little reform. 


You Can Increzse Your Sales 


by Featuring Small Items 

There are in the average hard- 
ware store about 1,200 articles that 
retail for 10 and 25 cents. Get 
these articles out on tables. Trira 
a window and feature merchandise 
at these two prices. Small trays set 
on top of tables or counters are suit- 
able for these displays. Knives or 
tools of this class can be mounted 
en wallboard panels, kalsomined in 
pleasing colors. Place these panels 
in various parts of the store. Stand 
them up against the shelving or 
posts. 








| Coming Conventions | 


National Hardware Association Con- 
vention, Atlantic City, New Jersey, Octo- 
ber 13, 14, 15, 16, 17, 1924. Hotel Head- 
quarters, Marlborough-Blenhein. T. J. 
Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia. 

American Hardware Manufacturers 
Association Convention, Atlantic City, 
New Jersey, October 14, 15, 16, 17, 1924. 
Hotel Headquarters, Marlborough-Blen- 
heim. F. D. Mitchell, Secretary-Treas- 
urer, 1819 Broadway, New York City. 

Mid-Year Meeting of the Nationa: 
Warm Air Heating and Ventilating As- 
sociation and Dedication of the Warm 
Air Heating Research Residence, Ur- 
bana, Illinois, December 2, 1924. Allen 
W. Williams, Secretary, Columbus, 
Ohio. 

Western Retail Implement and Hard- 
ware Association Convention, Kansas 
City, Missouri, January 13, 14, 15, 1925. 
H. J. Hodge, Secretary, Abilene, Kan- 
sas. 

Kentucky Hardware and Implement 
Association Convention, Jefferson Coun- 
ty Armory, Louisville, week of January 
18, 1925. J. M. Stone, Secretary-Treas- 
urer, 200 Republic Building, Louisville. 

Texas Hardware and Implement As- 
sociation Convention, Dallas, Texas, Jan- 
uary 20, 21, 22, 1925. Dan Scoates, Sec- 
retary-Treasurer, College Station. 

Kentucky Hardware and Implement 
Association, Convention, Jefferson Coun- 
ty Armory, Louisville, January 20 to 23, 
1925. J. M. Stone, Secretary-Treasurer, 
200 Republic Building, Louisville. 

West Virginia Hardware Association, 
Convention and Exhibition, Clarksburg, 
January 20 to 23, 1925. James B. Car- 
son, Secretary, 1001 Schwind Building, 
Davton, Ohio. 

Missouri Retail Hardware Association, 
Convention and Exhibit, Hotel Statler, 
St. Louis, January 26 to 28, 1925. F. X. 
Becherer, Secretary, 5106 North Broad- 
way, St. Louis. 

Indiana Retail Hardware Association, 
Convention and Exhibit, Cadle Taber- 
nacle, Indianapolis, January 27 to 30, 
1925. G. F. Sheely, Secretary, 911 Meyer- 
Kiser Building, Indianapolis. 

Mountain States Retail Hardware As- 
sociation, Convention, Denver, Colorado, 
January 27 to 30, 1925. W. W. McAllis- 
ter, Secretary, P. O. Box 513, Boulder, 
Colorado. 
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Indiana Sheet Metal Contractors’ As- 
sociation, Convention, Lafayette, Febru- 
ary (dates not decided). Leslie W. 
Beach, 1136 Main Street, Richmond. —~ 


Oklahoma Hardware and Implement 
Association Convention, Masonic Tem- 
ple, Oklahoma City, February 3, 4 5 
1925. Charles L. Unger, Secretary-Treas. 
urer, Oklahoma City. 


Nebraska Retail Hardware Associa- 
tion Convention and Exhibition, Omaha 
February 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel. Exhibition 
City Auditorium. George H. Dietz, Sec. 
retary, 414-419 Little Building, Lincoln, 


Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6 
1925. P. J. Jacobs, Secretary-Treasurer. 
Stevens Point. , 


Ohio Hardware Association, Conven- 
tion and Exhibition, Columbus, Febry- 
ary 10 to 13, 1925. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. ° 


New York State Retail Hardware As- 
sociation Convention and Exposition, 
Buffalo, February 10, 11, 12, 13, 1925. 
Headquarters, Hotel Statler. Exposition 
at the Broadway Auditorium. John B. 
Foley, Secretary, City Bank Building, 
Syracuse. 

Iowa Retail Hardware Association, 
Convention, Savery Hotel; Exhibit, Ar- 
mory, Des Moines, February 10 to 13, 
1925. A. R. Sale, Secretary, Hardware 
Suilding, Mason City, Iowa. 

_North Dakota Retail Hardware Asso- 
ciation Convention (place not yet se- 
lected), February 11, 12, 13, 1925. C.N. 
Barnes, Secretary, Grand Forks. 

Montana Implement and Hardware 
Association Convention, Helena, Febru- 
ary 13, 14, 1925. A. C. Talmage, Sec- 
retary-Treasurer, Bozeman. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, February 16 to 20, 1925, at 
Philadelphia Commercial Museum. 
Sharon E. Jones, Secretary, 604 Wesley 
Building, Philadelphia. 

Minnesota Retail Hardware Associa- 
tion Convention, St. Paul Auditorium, 
St. Paul, February 17, 18, 19, 20, 1925. 
C. H. Casey, Secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, Me- 
chanics’ Building, Boston, Massachusetts, 
February 23, 24, 25, 1925. George A. 
Fiel, Secretary, 10 High Street, Boston. 

South Dakota Retail Hardware Asso- 
ciation, Exhibit, Coliseum, Sioux Falls, - 
February 24 to 27, 1925. C. H. Casey, 
Secretary, Nicollet Avenue and 24th 
Street, Minneapolis, Minnesota. 

Michigan Retail Hardware Associa- 
tion Convention, Grand Rapids, Febru- 
ary 24, 25, 26, 27, 1925. Hotel headquar- 
ters, Hotel Pantlind. A. J. Scott, Sec- 
retary, Marine City. 

Southeastern Retail Hardware Asso- 
ciation Convention and Exhibition, Bir- 
mingham, Alabama, May, 1925. Walter 
Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. | 

Arkansas Retail Hardware Associa- 
tion Convention, Little Rock, May, 1925. 
L. P. Biggs, Secretary, 815-816 Southern 
Trust Building, Little Rock. § 

National Retail Hardware Association, 
Philadelphia, June, 1925. H. P. Sheets, 
Secretary, Indianapolis. 

National Association of Sheet Metal 
Contractors, Atlanta, Georgia, June, 1925. 

. L. Seabrook, Secretary, 608 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 
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Truth in Advertising Stoves Is the All-Important 
Feature for Merchant to Remember. 


The Truth May Be Embellished 
with Attractiveness to Draw Attention. 


N EVENT concerning one of 
A those young American aviators 
who threw an aerial girdle around 
the world was chronicled recently. 
The mechanician who pumped fuel 
into the engine of his plane by hand 
for four hours when the sputtering 
of his engine told him that the auto- 
matic fuel pump had refused to 
function placed himself in line for 





even greater laurels than would have 
been his had that trip been accom- 
plished without mishap. 

The point we wish to make here, 
however, is that the young man, 
whose arm was too numb to feel the 
pain caused by this long endurance, 
came into these added laurels be- 
cause the chronicling of these the 


- event was based upon the truth. Be- 





THE STORE 


Ta az 


TRUTH BUILT 








This 


BARSTOW 
RICHMOND 
Combination 


Range 








Formerly *225- Now *185 


$40 is the actual reduction in the price of 


£ . ~ s . . 
this great Coal and Gas Combination Range 
—and you may spread the cost over a num- 
ber of months if you do not wish to pay 


all cash— 


$25 WITH ORDER—$3 WEEKLY | 








W. B. HALL 


458 TO 470 STATE STREET 








Stove Advertisement Taken from the New Haven, Connecticut, Union. 
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cause the story was true, he could 
easily afford to say that his perform- 
ance was nothing. Few people could 
fail to imagine this young man’s po- 
sition as he flew through the soupy 
fog over that wide expanse of dark 
blue water, with sudden death by 
drowning or from the slower, more 
terrible way of exposure if he failed 
to hold out. 

Truth in advertising is no less 
imperative to the retail merchant’s 
business life, though less spectacu- 
lar, than was the young mechani- 
cian’s mortal life dependent as it 
was upon his keeping the fuel pump 
in operation. 

It is not intended to imply by 
truth in advertising that the copy 
should contain nothing but the bare 
facts in truth. Not so. These facts 
can be embellished and made as at- 
tractive as possible, in order to draw | 
attention, but their wording should 
not mislead or beguile the unwary 
into buying one thing when he 
thinks he’s buying another. The old 
rule of caveat emptor no longer 
holds. 

The accompanying advertisement 
was taken from the New Haven, 
Connecticut, Union, belonging to 
W. B. Hall, 458-470 State Street, 
New Haven, Connecticut. 

Suggested changes are the substi- 
tution of a more meaningful head- 
line. Also a further embellishment 
of the service qualities of the range. 





Make Your Range Customer 
Comfortable and You Will 
Make More Sales. 


Women are accustomed to having 
seats offered when they are shop- 
ping. Even in buying ready-made 
garments, the customer is usually 
seated while the merchandise is 
brought to her for her inspection 
and approval. 

Stove prospects do not, as a rule, 
care to sit down 4ind listen to a sales 
talk until they have wandered about 
and had a chance to see the entire 
line of gas ranges. This “wander- 
ing” under the guidance of a capable 
salesman will not take long. 

Always have at least two chairs 
near the range that you have con- 
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nected up for demonstration pur- 
poses, so that the customer may be 
seated, if she so desires. If space 
is cramped, a couple of folding 
chairs can be kept where they will 
be handy when needed. 


The chairs will not be used by 
every customer, but their presence 
is a courtesy which the thoughtful 
woman will appreciate, especially if 
she is accompanied by an aged rela- 
tive or another tired shopper. It is 
the sum of all the small courtesies 
and services that make it a pleasure 
to shop, and the wise stove merchant 
misses no opportunity to make the 
purchase of a range both easy and 
pleasant—Magic Chef. 





1923 Census Shows 240 
Manufacturers of Stoves 
and Appliances. 

The Department of Commerce an- 
nounces that according to reports 
for the biennial census of manufac- 
tures, 1923, the establishments en- 
gaged primarily in the manufacture 
of gas and oil stoves and appliances 
in that year reported such products 
valued at $104,174,850, together 
with other classes of products val- 
ued at $8,114,947, making a total 
of $112,289,797. Because of changes 
in the classification of this industry, 
the figures for 1923 are not com- 
parable with those reported for 
1921, but the rate of increase during 
the 2-year period may be roughly 
estimated at 120 per cent. 

In addition, gas and oil stoves 
were manufactured to some extent 
by establishments engaged primarily 
in other industries. The value of 
these commodities thus made out- 
side the industry proper has not yet 
been ascertained, but will be shown 
in the final reports of the present 
census. 

Of the 240 establishments report- 
ing for 1923, 43 were located in Cal- 
ifornia, 40 each im» Ohio and Penn- 
sylvania, 24 in Illinois, 19 in New 
York, 11 in Missouri, 9 in Michi- 
gan, 8 each in Indiana and New 
Jersey, and the remaining 38 in 
Connecticut, lowa, Louisiana, Mary- 
land, Massachusetts, Minnesota, 


Oklahoma, Oregon, Rhode Island, 


Tennessee, Texas, Washington, 
West Virginia and Wisconsin. 





Wants Filler for Rusty 
Stove Castings. 


To AMERICAN ARTISAN: 

Can you advise what to use as a 
filler on rusty stove castings so that 
when polished with Black Silk pol- 
ish, the polish will not rub off and 
show through? 

Yours truly, 
G. F. CHAPMAN. 

The following answer was re- 
ceived from L. K. Wynn, of the 
Wynn Products Company, Sterling, 
Illinois, formerly of the Black Silk 
Stove Polish Works: 

“It is not wise to try any kind 
of a filler with stove polish on rusty 
stoves. The only thing to do under 
such conditions is to clean the rust 
off either by the use of acid or 
emery paper. Paint, stove polish, 
or any other covering is not success- 
ful until the rust is removed. That 
is the first thing that is always done 
before putting a coating on iron or 
steel. If you cover up the rust with 
a filler of any kind, it keeps on rust- 
ing and will soon show through, but 
if the rust is taken off and then 
Black Silk Stove Polish applied it 
will prevent rusting.” 


If you do not agree with what 
Mr. Wynn has said write AMERI- 
CAN ARTISAN wherein your expe- 
riences differ. 





Gohmann Brothers & 
Kahler Issue. Attrac- 
tive Wall Card. 


Gohmann Prothers & Kahler 
Company, New Albany, Indiana, 
makers of Pointer stoves and 
ranges, have produced a beautiful 
little wall card, carrying a rhym- 
ing message admonishing us not to 
lament that vacation time is over, 
but to kick it aside as something of 
no further value for the present and 
to go to work. 


The card carries an illustration of 
a young girl on her way to school. 
The little miss is a curly haired 
blonde, wears a red tam-o-shanter, 
a light blue school frock with white 
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collar and cuffs, blue trimmed white 
socks and white shoes. In one hand 
she carries a big red apple; in the 
other a small school bag filled with 
books. 





Florence Stove to 
Transfer Sales and 
Advertising to Boston. 


The Florence Stove Company, 
Gardner, Massachusetts, will trans- 
fer its sales and advertising depart- 
ments to Boston. The company un- 
til recently was known as the Cen- 
tral Oil and~Gas Stove Company. 
The departments to be located in 
Boston will be in the Park Square 
Building, that city. 





This Is How This Merchant 
Built Up His Business 
on Oil Stoves. 


A certain dealer had wonderful 
success with this plan. He held a 
three-day demonstration, during 
which time he kept eight stoves go- 
ing. He invited one of the church 
societies down to make and sell 
doughnuts and rolls during the dem- 
onstration. Enough ladies were pres- 
ent to keep the eight stoves busy and 
they sold 200 dozen rolls and 53 
dozen doughnuts. A half page ad 
was used for the announcement. A 
prospect list was secured by offering 
as awards two cakes each day that 
had been baked in the stoves. Each 
lady was required to register and to 
state whether she had an oil stove 
and if so what kind. There were 
over 500 good prospects gained from 
this little idea of giving away two 
nice cakes each day for three days. 





Pick Your Slow Accounts and 
Place Them in Small Groups 
for Individual Work. 


I would like to have many mer- 
chants, after reading this little item, 
look over their book accounts and 
pick out half a dozen accounts that 
are past due, get in touch with 
these customers and sit down and 
talk the matter over with them. I 
am sure it will be the means of 
having less loss registered on their 
income tax statements next year. 
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Steady, Gradual Betterment in Trade Evident With 
Upturn in Steel Orders. 


Securities Race Under Stimulus of Easy 
Money—Non-Ferrous Metals Reactionary. 


WO of the traditional “business 

barometers,” reports on forward 
steel business and railroad freight 
loadings, appeared simultaneously 
September 10. Both afforded evi- 
dence of the steady, although grad- 
ual, betterment in trade. 

The United States Steel Corpora- 
tion reported an increase in unfilled 
orders during August for the first 
time in five months. The increase 
was moderate, being 102,505 tons 
over July, but it exceeded expecta- 
tions and was the more noteworthy 
from the fact that it was registered 
in the face of an increase in opera- 
tions from 47 per cent of capacity 
in July to around 60 per cent at the 
end of August, and also much 
heavier shipments. from the mills. 

The mid-week steel trade reviews 
doubt whether the pace of the Au- 
gust upturn in orders will continue. 
The Jron Age says the Chicago dis- 
trict is finding a continuance of the 
August improvement, but other cen- 
ters are noticing a halt in the week- 
to-week gain of last month. 

Railroad freight traffic attained 
the “million car” mark for the first 
time this year in the last week of 
August. Car loadings totaled 1,020,- 
239, passing the week’s best figure 
in all other years, except 1923, and 
coming within 6% per cent of last 
year’s figure. The current total 
marks a gain of 38,091 cars over the 
preceding week, although 71,811 
cars less than a year ago. 

But current loadings of miscella- 
neous freight, grain, and merchan- 
dise, which form a “business barom- 
eter,” were even larger than a year 
ago, with an increase of 14,000 cars 
in grain loadings the most note- 
worthy chang 


Copper. 


Electrolytic copper quotations 
have declined slightly in the past 
week, some first hand sellers being 


willing to accept moderate tonnages 
for prompt and October deliveries 
at 13.37% cents, delivered Connec- 
ticut. This easing followed the drop 
in prices abroad and consequent re- 
duction in the prices quoted f. a. s. 
New York for export. 

During the past week a consider- 
able amount of foreign buying has 
been done, German purchases alone 
exceeding 5,000,000 pounds. Busi- 
ness in rolled and drawn produc- 
tions has been well maintained. 

Wire bookings the first week in 
September exceeded shipments. The 
mills have an average of 60 days 
business on books. Deliveries can 
be promised in two to three weeks 
on the heavier and easier sizes of 
bare wire. 

Tin. 

Tin prices have reacted rather 
sharply, being 24 cents lower Sep- 
tember 8 than the high of the pre- 
vious week. The decline was ac- 
celerated by the sharp drop in sterl- 
ing exchange to below $4.43. Buy- 
ing by American consumers, how- 
ever, has shown a noticeable im- 
provement, as they have shown ac- 
tive interest on declines. 

Tin prices have ranged between 
50.75 cents and 53 cents the past 
week. 

Zinc. 


Zinc prices have declined, fol- 
lowing the trend of London prices. 
On September 8 metal was offer- 
ing at 6.17% cents, East St. Louis, 
for prompt, September and Octo- 
ber shipments, as against a high of 
6.30 cents reached last week and 
held there days with bids at 6.15 
cents. The ore market at Joplin 
has held firm at $43. Negotiations 
are proceeding for the purchase of 
Joplin ores for export to Belgium. 


Lead. 
The lead market has been in be- 
tween buying waves and prices have 


eased slightly in the middle west, 
as a result of resale offerings. 

The principal producers have been 
doing business right along at 8.00 
cents, East St. Louis, and 8.00 cents, 
New York. The recent settlement 
of the building trades strike in Great 
Britain removes one interference 
with lead consumption abroad. 


Solder. 

Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $31.50; Commercial, 45-55, 
$29.50, and Plumbers’, $30.75, all 
per 100 pounds. 


Wire and Nails. 


Improved demand at Chicago for 
wire and wire products has been 
consistent enough to warrant in- 
creased production despite the large 
stocks of some classifications on 
hand. Each week sees the manu- 
facturing lines moving better. 

Although jobbers have not begun 
to stock, they are heavier buyers. 
The market continues 2.55 cents, 
Pittsburgh, for plain wire and 2.80 
cents, Pittsburgh, for wire nails, but 
the levels are weak. 


Bolts and Nuts. 


At least two large makers of bolts 
and nuts at Chicago will attempt to 
hold to 60 and 10 off for large ma- 
chine bolts for the fourth quarter. 

This increase from as low as 70 
off is expected to result in an influx 
of orders on third quarter contracts, 
which will expire in a few weeks. 

The new basis on rolled thread 
carriage bolts is 60 and 10 off, on 
cut thread carriage bolts 60 off and 
on nuts $4.50 off. Semi-finished 
nuts and rivets are unchanged. 

On wrought washers as high as 
$6.25 off is being done, but efforts 
are being made to hold at $6.15 off. 


Tin Plate. 
More tin plate was shipped by 
prominent makers so far during the 
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PIG IRON. 
Chicago Foundry .......... $20 50 
Southern Fdy. oO. 

D. bntshsasda anon 23 51 to 26 01 
Lake Superior Charcoal. 29 04 
Malleable ....c.ccscccccvecs 20 60 

FIRST QUALITY BRIGHT 
PLATES. 
Ic 20x28 112 sheets 25 80 
Ix 20x28..... 27 26 
IxxX 20x28 56 sheets 15 35 
IxxxX SORES. sce ‘ 16 45 
EFXXEK 8208S... ccceee 17 65 
TERNE PLATES 

Per Box 
IC 20x28, 40-Ib. 112 sheets $25 10 
IX 20x28, 40-lb. 28 00 
IC 20x28, 30-lb. “* * 21 30 
IX 20x28, 30-lb. “ ” 24 20 
IC 20x28, 25-lb. “ ” 20 30 
TX 20x28, 25-lb. “ = 23 20 
1C 20x28, 20-lb. “ 5 17 80 
IV 20x28, 20-lb “. “ 20 65 
IC 20x28, 15-lb. “ = 16 55 
IC 20x28, 12-lb. “ o 15 25 
IC 20x28, 8-lb. “ - 13 65 


COKE PLATES. 
Cokes, 80 Ibs., base, 20x28.$12 70 
Cokes, 90 lbs., base, 20x28. 12 95 
Cekes, 100 Ibs., base, 20x28. 13 25 
a. 107 Ibs., base, IC 


i a . 13 60 
om, 135 "Ibs., base, Ix em 
Cokes, 166 ibs.. base, 66°" 

ee ited erp taiee rr 80 
Cokes, 175 Ibs., base, - - 


ee 
Cokes, 195 ‘Tos., ‘pase, 56 
sheets 


BLUE ANNEALED SHEETS. 
Base 10 ga. ..... per 100 Ibs. 3 80 


ONE PASS COLD ROLLED 
BLACK. 


Be, 18-30. .ccrecs per 100 Ibs. $4 30 
No, 32-24....... per100 lbs. 4 35 
BM Bevevsccces -per100 lbs. 4 40 
BM Blevecsccsses per100 lbs. 4 45 
De. Bev cccecenus per100lbs. 4 50 
MO. BWoevccroves per 100 lbs. 4 60 
GALVANIZED. 
Sen. Besssedensen per 100 Ibs. $4 75 
aa! | eae per100lbs. 4 90 
No. .22-24....... per100lbs. 5 05 
ape per100Ibs. 5 20 
a Sere per 100 lbs. 5 35 
BA Bccvccceees per 100 lbs. 5 50 
WO. Ba ccccesees Per 100 lbs. 6 00 
BAR SOLDER. 

Warranted. 

i. per 100 Ibs. 31 50 
Commercial. 

ee per 100 lbs. 30 75 

Plumbers ..... per 100 Ibs. 29 50 

ZINC. 

Be CD viv cwedeeiseed<csnave 7 25 


SHEET ZINC. 


Cask lots, stock, 100 Ibs.... 11 50 
Less than cask lots, 100 Ibs. 11 85 


BRASS. 
Sheets, Chicago base........ 18%c 
eS errr 17%ec 
Tubing, brazed base........ 25%ec 
TE, WD kc dccescccuceess 17%c 
SE, SND seaeeestesenvesecs 15¢ 
COPPER. 
Sheets, Chicago base........ 20%c 
tt UMD.. crank wienéwe ceabe 19%ec 


Tubing, seamless, base...... 22%c 
Wire, No. 9 & 10 B. & S. Ga. 


eee eee eee ee ee ee 


Wire, No. 11, B. & S. Ga..1i7c 


LEAD. 
BEAGTIGOR FEE cecvcccvcccses 9 5 
Pe Acedédadeasonceeuoevseews 10 50 
Sheet. 
Full Coils --Pper 100 lbs. 12 15 
Cut Coils ....per100 lbs. 12 40 
TIN. 
Pig Tin 


eas ene per 100 lbs. 57 1 
Hee HE cosces per 100 Ibs. 58 1 


2%, 
2% 


DettekGnentseecce, GO 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES- 
SORIES. 
ADZES. 
Ce P. 
BartOn’s ..cccccccccccccess Net 
WHEE .ccccccces Seeseoesee Net 
AMMUNITION. 
Shells, 


Loaded, Peters. 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POWERS cccccccccccccsess 18% 
Winchester. 
——— Repeater 
Oe Ft 1. 
smekeless Leader 


Grade sere 20 & 4% 
Black Powder naeegae 20& 4% 
Se SO dccnseccesus 20 & 4% 

STOW coce 6o0eee eu 20 & 4% 
Bee GD cccccccccees 20 & 4% 


Gun Wads—per 1000. 
Winchester 7- 8 gauge 10&7%° 
9-10 gauge 10&7% % 


- 11-28 gauge 10&£7% % 
ASBESTOS. 
Paper up to 1/16......6c per Ib. 


Rollboard gneseeanes c per Ib. 
Millboard 3/82 to %....6c per lb. 
Corrugated Paper oF 

sq. ft. to roll)....$6.00 per roll 


AUGERS. 
Boring Machine ........ oat 
Carpenter’s Nut ........++s+. 
Hollow. 
Stearns, No. 4, doz...... $11 50 
Post Hole. 


Iwan’s Post Hole ana we 36% 
Vaughan’s, 4 to 9 in....$15 6 


AXES. 


First Quality, Single 
nar tsa (untiandled), 3 to 


sweceessQee @ 
Good Quaite, dingie 
Bitted, same weight, per 
MG <stcacwescecesecsee Se OD 


BARS, CROW. 


Meeed, 6 Bis WO Decccccccsces. 
Steel, & ft., 18 Ib....ceceeee 1 40 
Pinch Bars, 

5% ft., 24 Ib..... aanoceese 1 60 


BARS, WKECKING. 
B. No. 12....c0ceee+ +80 ° 


SASS 





BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 30 
Screw Driver, No. 1. each 18 
Reamer, No. 80, each..... 45 
Reamer, No. 100, each.... 45 

Countersink, No. 13, each... 23 

Countersink, Nos. 14-16, each 30 


BLADES, SAW. 
Wood. 
Atkins 30-in. 


BOG: sconce 40 26 
$8 90 $9 45 $5 40 


BLOCKS. 
Wooden ......... Seeccecoess 45% 
Patemt cccccccccese eeseueses 45% 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per Doz 
Cramtel, BOP cccccccccces $23 9 
Wash, 
No. 760, Banner Globe 
a ey eer foe doz. $5 25 
— Banner a 
NC dag @) .......perdoz. 6 75 
o. 801, Brass Es. 
$06808000060060 rdoz. 8 25 
No. an * Singie—_Piain ¢ 8 


o BOLTS. 
e. 
Small, roll thread....50-10-5% 
Small and Large cut 
SPE ke ceesecessecucese 50-5% 
Machine. 

Small, roll thread....... 60-5% 
Small, cut thread..... 50-10-5% 
BG eacéunsscuneenan -- 70-56% 
BRACES, RATCHET. 

Vv. & B. No. 444, 8 in......$4 54 
V. & B. No. 223, 8 in...... 8 89 
Vv. & B. No. 111, 8 in...... 3 55 
V¥.@ B Me. 21, 8 in.....- 3 02 
BRUSHES. 

Hot Air Pipe Cleaning 
Bristle, with handin. each $0 85 
Flue Cleaning. 
Steel Only, each.......... $1 25 
BURRS. 
Copper Burrs only........ 40-10% 
BUTTS. 


ote antique copper or dull 
rass finish—case lots— 
3igx34—per dozen pairs 33 . 3 
enue Bevel steel inside sets, 
case lots— 
seeeeeeee- DOr dozen sets 7 80 
Steel bit keyed frent door 
sets, each 


eecccccccewcces 0 


Wrought brass bit Ses 
front door sets, each..... 26 
Comaper front door —" 
SE 8 ckceenesenewnnssese 7 50 


CEMENT, FURNACE. 


American Seal, : Ib. cans, net$ 45 
50-lb. cans, “ 90 
25 Ib. cans, “ 2 00 


Asbestos, 5 lb. cans, net... 45 
WOOO ccccccese -per 100 Ibs. 7 61 
CHAINS. 


% in. proof coil ata, per 
et Sh snewnense covcce es 60 
American coil chain. . . 40 & 10% 


CHIMNEY TOPS. 
Iwan’s Complete Rev. & 
Vent. 


sone 30% 
Iwan’s Iron “Mountain “oniy.. "35% 
i -+--80 to 40% 
CHISELS. 
Cold 


V. & B. No. 25, 


% in., ea. $0 26 
Vv. & B. No. ag . 


5% in., ea, 38 


Poin 
& B. No ” 55, S tiese OM 
v. & B. No. 55, % in.... 0 45 
Firmer Bevelled. 
ays Nose. 


& B. No. 65, % in..... 0 33 
Vv. & B. No. 65, % in..... 0 45 


Socket Firmer. 


Cape. 
eS Ee ae a wione 0 31 
V. & B. No. 50, % in..... 0 62 
CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 
DOE ceccens List less 35-40% 
Yankee, for Yankee Screw 
SE «Skivccwedennvecass $6 00 
CLAMPS. 
Adjustab! 
No. ieee ‘Door (Stearns) 
WE Wuhbeonadesseseued $22 00 
Carpenter’s. 
Steei Bar..List price plus 20% 


ose. 
Sherman’s brass, %-inch 
DOP GER. cccceccecs + o+0-$0 48 
—* brass, % -inch, ond 
oz. 


CLINKER TONGS. 


Front Rank, each........ --$1 75 
Per doz. 18 


CLIPS. 
Damper. 
— a tail pieces, 


re ere 1 26 
Non Rivet. “tail pieces, 

POP GOB, ceccevcccecccce 265 
COPPERS—Soldering. 
Pointed Roofing. 

3 lb. and heavier.... per Ib. 40¢ 

Se Ee cewtene b6b6eees 45e 

i athewaigeueeeaa ° = 

__ | See eeepeee “ §Se 

Me nceninaaanceed tint “ 60¢ 
CORD. 


No. ; Std. per doz. banks. “7 " 
No 
CORNICE BRAKES. 
Chicage Steel Bending. 
Nos. 1 to 6B.. 
COUPLING HOSE, 
+-per doz. $2 20 


CUT-OFFS. 
Kuehn’s Korrekt Kutoffs: 





Galv., plain, round or cor. rd. 

Standard gauge ........... 40% 

Ey GE weedeaenceuncecudes 10% 

DAMPERS. 

“Yankee” Hot Air. 

7 inch, each Oem, GOB. 2.04 $1 76 
8 > “ <acas 2 40 
9 a o Bee axawee 2 76 
10 ” - “  wneneee 3 00 
Smoke Pipe. 

GT GR, GOR. cc ccccccsces --$ 36 
» ” ace “<2 
4 ct) city 60 
10 iid cid 60 
12 ee Ltd $0 
Reversible Check. 
Oe -+-$1 50 
9 ” eT peg hahbeb neat 1 70 

DIGGERS. 

Post Hole. 

Iwan’s Split Handle 

(Eureka) 


4-ft. Handle..per doz. $14 00 
7-ft. Handle..per doz. 36 00 


Iwan’s Hercules pattern, 





per OB, ceccccccccsecss 14 90 
DRILLS. 

Vv. & B. Star, 12-inch Length. 
%, 5/16 and %, each....$ 27 
Tie SRE avcccccece cpaenaea. Se 
D, GROR cecccccescccs 
BH. GRO ccccccccecsecess 86 

Vv. & B. Star, 18-inch Length. 
%, each 35 
5%, each 47 
1, each 72 
SH, GRE ccccccscovcesscs 1 10 


EAVES TROUGH. 


MEMGCOP cccccccccccccsceccece 
Galv. Crimpedge, crated. .75-5% 


ELBOWS—Conductor Pipe. 
Milcor .. 


Galv., plain <¢ or ‘corrugated, 
round flat. 
Crimp, Std. gauge.........65% 
B36 GOUGE .cccocccccccecs 40% 
24 Gauge ...cccccccccccess 10% 
Square Corrugated. 
BEIOSP ccccqecccccccccccese 
Standard gauge sennne sien 50% 
26 BAUBES ..ccccccccceccees 30% 


Portico Elbows. 
ee Gauge Seaepeer Pipe, 
plain or corruga 
Not nested ........+--70&5% 
Nested solid .........--70 & 5% 


ELBOWS—Stove Pipe. 


l-piece Corrugated. Uniform. 
ere absieeeeneeeel “0 
6-inch tee hbdekeies sean ae 
DGD satatecéuncnengunene Tae 
Special Corrugated. Pe, 
G-InCh cccccccccsccscesesoes 
DHE cdccwadcancucebesieces MEE 
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third quarter than they anticipated 
would be necessary. 

That all of this was not made dur- 
ing the third quarter is generally 
conceded, since needs were antici- 
pated and much tin plate made up 
previously was carried on mill floors 
until the buyers could accept it. 

Large tonnages are going into use 
for cans for vegetable packs. The 
pea crop was normal and the tomato 
crop bids fair to take its usual quota 
of tin plate. 

While it is too early to know what 
corn will do, it is expected that tin 
plate requirements for the corn pack 
will compare favorably with other 
large back years. 

The American Sheet and Tin 
Plate Company is operating 50 per 
cent of its tin mills and that repre- 
sents the general average. The $5.50 
per base box of 100 pounds, Pitts- 
burgh, price remains in force and 
since on September 15 the Novem- 
ber tin plate specifications are due, 
apparently the fourth quarter has 
been entered at that figure without 
any price announcement having been 


made. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Qld steel axles, $17.50 to $18.00; 
old iron axles, $24.00 to $25.50; 
steel springs, $19.00 to $19.50; No. 
1 wrought iron, $14.50 to $15.00; 
No. 1 cast, $16.50 to $17.00, all per 
net tons. 


os 


Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light 
light brass, 5 cents: lead, 5 cents: 


copper, 8 cents; 
zinc, 344 cents, and cast aluminum, 
14% cents. 


Sheets. 


Almost all of the sheet consum- 
ing lines are becoming more active 
and in one or two cases these are 
furnishing more orders to the mills. 

This is reflected in increasing 
sheet mill operation in this and in 
other districts, the average now be- 
ing above 60 per cent of capacity. 

Orders for other kinds of sheets, 
too, have grown in the past two or 
three weeks from this source. The 


agricultural implement industry like- 
wise has furnished more orders than 
in some time past. Some blue an- 
nealed sheet users also have been 
active in making up specifications. 

While some 2.65-cent prices were 
current for a time on blue annealed, 
these have disappeared and 2.70 
cents now is minimum. ‘The stove 
industry has made some attractive 
purchases mainly in common black 
sheets in anticipation of good fall 
business. 

The regular market price on black 
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sheets is 3.50 cents, the 3.40 cents 
level having practically disappeared. 

Numerous 100-ton orders have 
been received by both independent 
producers and the leading interest 
recently, together with some involv- 
ing 300 to 500 tons at a time. 

Galvanized roofing sheet orders 
placed within the past week repre- 
sent a large aggregate tonnage, dis- 
tributed among several mills in the 
Pittsburgh and Youngstown dis- 
tricts. Galvanized sheets are firm 
at 4.60 cents. 


Pig Iron Prices Steady—Shipments Are Heavy 
-—Chicago Makers Move Price to $21. 


Buying Is Still Spasmodic at Birming- 


ham, with Prices 


FICIAL statistics of pig iron 
production for the first half of 
1924 bring out interesting 
facts when compared with the cor- 
In a 


some 


responding period of 1923. 
broad way, iron and steel business 
conditions in the half years of 1923 
and 1924 followed parallel lines. In 
both cases the revival in buying 
came at the close of the preceding 
vear and carried through the suc- 
ceeding several months. In 1923 it 
reached its peak in April, while in 
1924 the summit came in March. 
Pig iron production in 1923, how- 
ever, did not attain its highest point 
until in May, which ushered in a 
falling output for seven consecutive 
months. It was not until in Jan- 
uary of the next year that the total 
again swung upward. In 1924 the 
high point came in March, but the 
dip that followed was spread over 
only four months until the recovery 

The rise, fall and subsequent re- 
covery in business in 1924 accord- 
ingly was much more rapid than in 
1923 as measured by pig iron statis- 
tics. Production this year appears 
to have been much more acutely sen- 
sitive to a changing volume of trade 
than in 1923. 

This point is brought out by pig 
iron production for the two half 
years. From January to July, in 
1923, 21,016,715 tons was made. In 
the same. months during 1924, 17,- 


at $/8 and $18.50. 


514,485 tons, or 3,501,990 tons less 
was produced. During the first 
three months of 1923 and 1924, the 
furnaces turned out substantially an 
even tonnage. The loss of output 
this year consequently came almost 
entirely in the April-June period. A 
shrinkage so large within such a 
period is unprecedented, represent- 
ing about 40 per cent. 

Tracing further this decline in 
production, it is shown that in the 
first half of 1924, iron made for sale 
fell off 951,176 tons, or substantially 
17 per cent, and that for makers’ 
use by 2,550,814 tons, or 16.5 per 
cent. 

Perhaps it was the weight of the 
large stocks of unsold iron, most of 
which was accumulated in 1923 that 
made the furnaces reluctant to keep 
in production this year once the mar- 
ket developed weakness. The sheer 
precipitateness of the decline from 
April to June seems to have made 
possible the quicker rebound in Au- 
gust. Moreover, it is significant 
that the recovery of the production 
in August was entirely in steel mak- 
ing iron. This tends to indicate that 
the heavy unabsorbed stocks of iron 
now on hand will be a material fac- 
tor bearing on future operations as 
they have been thus far in market 
conditions and will serve to hold 
back any appreciable recovery of 
production for sale. 
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Uniform, Collar eee HAMMERS, HANDLED Bar Meat. a 
V. and B. No. 26. bedi 
All V. and B. Each, net . 
Gcimob.ccccccececcccscccic 4g 18 Biggkimlthe “Hang, No 6 4) ying BN a He 
T-Inch Os ni eee GE Fisescesestess 16 
a Engineers’ No. 1, 26° eRe 87 * 
WOOD FACES—50% “of et Roe ee Non Te eons, ae ey 
FENCE. Machinists’, No. 1, 7-0Z.... 64 Vv. & B. No. 2, per gro... 7 15 
Wield VERSO ccccccccccese --61%% Nail. } > ae 
Lawn = err Vanadium, No. 41, 20-oz. — B. = 6, - 09 
gin ee tear 1 42 0. 6, each....... 
FILES AND RASPS. Vanadium, No. 41%, 16- -oz., Vv. & B. No. é, each...... 13 
o> (American) “2000 oon Dh: ‘eicetenmencaamnuans 1 42 
American seer ereeecees OU- ¥ & B., No. 11%, 16-oz., 
are ~ get +) Kees ieee BOR cancvcesce > a 92 HOSE. Per Ft 
ac amond ....-..-40-10- b . 
SE erases oe ose Garden City, ye Lee Soe re ¢ 
Great Western ......... 022 - 50% %-in. cord ..... aése 8%c to 10c 
Kearney & Foot ............60% Timner’s Riveting, No. 1, 8- %-in. wrapped ee l4c 
Wotnetan sbevecscencaees sony OZ, COACH .ccesesceesecees 71 
EEE gccccccoes Sooseceed 
DEED -canessnecns oeeeaneall 60% a, —  % oe HUMIDIFIERS. 
FIRE POTS. Tack “Front-Rank,” Automatic. 
Ashen Mts. Ce. ican Is staste IP osstsce 555% 
t n lots o more... .50- 
————- No. 5, 4-0z., each....... 78 In lots of 25 or more. .50-10% 


Firepots and Torches... .62% 


Otto Bernz Co. 

No, 1 Furn. Gasolene with 
large shield, 1 gal.....$ 6 75 

No. B Furn. Kerosene, i 
i, abbigakeennacsiones 165 12 

Ne 10 Brazier, Kerosen ne 
or Gasolene, 10 gals... 47 53 
No. 5 
Kerosene, 1 pt......... 7 92 

No. 4 Torch, Gasstons, 1 
GUO ciicnsecesscncness 5 40 

No. rh Torch, Gasolene, 1 
BIME ccccoscccscccccsee $$ OF 


Clayton & Lambert’s. 

East of west boundary line of 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
arillo, San Sage and Laredo, 
TOMBS ceccceccoececcesese 52 

West of above ‘boundary “an 


Torch, Gasolene or 


Geo, W. Diener Mfg. Co. Ea. 
No. 02 Sanne Torch, 1 
@t. ce ieee Ty 
No. 0250, “Kerosene or 
Gasolene Torch, 1 qt... 7 560 
No. 10 Tinners’ 


Square tank, 1 gal..... 12 60 
to gy ll ve 
Round tank, 1 gal..... 12 00 


Gas soldering 


urnace 
No. 110 Automatic “Gas 
Soldering Furnace .... 10 60 
Double Blast Mfg. Co. 
Gasolene, Nos. 26 and 35...60% 
Quick Meal Stove Co. 
Vesuvius, F.O.B. St. Louis 30% 
(Extra Disct. for large 


quantities) 
Chas. A. Hones, Inc. 
Buzzer No. Betsaneses --$ 9 00 


B..cccccccee 18 00 
|) Perere rere 33 50 


- = 4B. cc cceee ++ 19°00 


FREEZERS—ICE CREAM. 
Peerless and Alaska 


2B GURTE cccccccececs cooceete O06 

DS GERTS cccccvccoccccocsces 3 45 

7 Meee nesecesences cccoes @ BO 
White Mountain 

DED ¢-6#006406<40000046 $4 85 


BS GURTS cocccccececcoccsces OOS 


GALVANIZED WARE. 
rome  ‘amnetnppetpat 8 qt...$1 95 


0-q ° e66eeee0ues eee 20 
12-qt. $6-OO6eesNeedumEN 40 
_ ran ere soocos BW 
ba ay ome Bee Rewccescess $6 35 
+kCéLSCOR cine deena 715 
No * ae ee 8 35 
GARAGE DOOR HARDWARE. 
BOOB ccccsccccccccsesce All net 
GAUGES. 
Marking, Mortise, etc........ Nets 
Wire. 
BNO io vcccccncevces + -25% 
GIMLETS. 
Discount ...... «++--656% and 10% 
GLASS. 
Single Strength, A25-in. 
DE tnieccuneahéisenane 8% 


Single Strength A, 34 to 40- 
in. bracket 

Single ~~ yaapeeaea A, all other 
DG scaseveeteaseneds 

Double Strength A, all sizes. 86% 


GREASE, AXLE. 


1- a. tins, 36 to case, 
case oscecccecsss 6 WD 

3- be -_ 24 to case, 
sesccosces CO 

6- hb. 7 12° to case, 

POT CAKE .....-seeee coe .F 
10-Ib. tins, per dozen. ++. 10 40 
16-Ib. tins, per dozen.... 13 80 
25-Ib. tins, per dozer... 19 80 


HAMMERS, HEAVY. 
Farrier’s, No. 10, 10-oz....$1 0) 


pom HANDLES, 
Hickory, No. 1....per Aoz. 4 00 
Hickory, No. 2.... 3 00 
ist quality. second growth 6 00 
Special white, 2nd growth 5 00 
Chisel. 


Hickory, Tanged, Firmer 
assorted .........per doz. 55c 

Hickory, Socket, Firmer, 
Assorted ........per doz. 70c 


TD  «<seneneabeduua per doz. $1 20 
Hammer and Hatchet. 
No. 1 per GOS. ......ccce0% $0 90 
Second Growth * hickory, 
per doz ...... osteetes 1 60 
Soldering. 
De Ge ccewceccsocnveed $2 40 
HANGERS. 


Conductor Pipe. 
Milecor Perfection Wire....25% 


Eaves Trough. 

Steel hangers ........++++++830% 
Triple Twist wire...........10% 
Milcor Eclipse Wire........ ton 
Milcor Triplex Wire..........15% 
Milecor Milwaukee ~ yy 
Milcor Steel (galv. after form- 


ime) Let PlUe .cccccccees 12%¢, 
Mileor Selfiock E. T. Wire, 
Bee GED ccccccccece eee 2 - 0% 
HASPS. 
Hinge, Wrought, with staples. 
Net 
HATCHETS. 
Vv. & B. Supersteel. Each 


Broad, No. 1, 24-oz......$1 63 
Half, No. 1, 15-oz........ 1 33 


Half, No. 3, 27-o0z....... - 144 
Claw, No. 1, 19-0Z........ 1 38 
Flooring, No. 1, 20-0z..... 1 53 
Shingling, No. 1, 17-oz.... 1 28 
Lathing, No. 1, 14-oz.... 1 28 
Lathing, No. 2, 17-oz..... 1 33 


Vanadium Steel. 


Half, No. 2, 22-o0z........$1 04 
Underhill Pattern Lathing, 
9 row, 19-oz. ..... 6000e6 14 


HINGES. 
Heavy Strap, in Bundles. 


4 inch, dozen prs. ........$1 26 
_~ = - ” geen 2 
oe ped eS enn 3 
ae Oe ad © psesseos BO 


Extra Heavy T in Bundles. 


4 inch, dozen prs. ........$1 90 
. = - ” seeccoe BS OS 
. * = — «sees coe 3 62 
g as - ” PTTTT TT 30 
HOES, 
GaerGem .cccccccccs seeeosorese net 
HOOKS. 
Box. 
Vv. & B. No, 1, each..... $0 26 
Conductor. 


MUCOP .ncccccccccocce 
“Direct Drive” Wrought 
Iron for wood or brick 16% 


Hay. 
v. and B. No. 1, each.. 26 





Vapor pans, etc., each..... 50% 


IRONS. 
Sad. 

Genuine Mrs. Potts, nickel 
plated, per set ........$1 
Asbestos No. 70, per set. 2 10 
Asbestos No. 100, per set. 2 30 

E. C. Stearns’, 
No. OA Corner, doz. sets. $2 50 
No. OB S 75 


KNIVES. 
Butcher. 
Beechwood Handles, 6-inch 
blade .. cccccese 30% 
Beechwood “Handle, 7-inch 
BERS csscctodcecccces eeee 
~~ “ee Handles, 3-inch 
o$0-500sd6e0Cee 000 28% 
wien BED ccccoceece 2 - 25% 
Drawing. 
Standard ......... eccesees 25% 
BESURARIO 2c cccccccccccsecs 25% 
Barton’s Carpenters’ ...... 25% 
Hay. 
Iwan’ 8 Some Gormet. socseee 25% 
BOGE  ccccccsoceouces 2+ -25% 


Iwan’s “Sickle Edge.. ae 
Iwan’s Imp’d Serrated....25% 


Hedge. 
CRAMOMBO ccccccccccccccesd® 
Disston’s No. Reoasuansouel 25% 
Putty. 
OCOMMOR ccccccccece cecces 25% 
Lander’s...... ceeccooceeesee 
Scraping. 
Beech Handles ........... 25% 
Lander’s ........ eeccccesos 25% 
KNOBS. 
Door, 
Mineral ...... hinged doz. $2 00 
Porcelain ...... va 2 00 
TH cccccccceccoce ” 2 00 
LADDERS. 
Step. 
Common, Be ccce -28c 


Common, with —— ada 10 
IxXL eS cccccccccc SS 


Challenge, 6 to 9 ft........55¢ 
10 to 16 ft 0c 


eeeeee eeeereeenee 


Kant-Break, per lineal ft....75¢ 


LANTERNS. 
Per doz. 


Monarch tin, hot blast.....$ 8 25 
Dietz No. 2 cold blast..... 13 00 


Best tubular .. cece OOO 
Competition lanterns” No. 0 
tubular .cccccees sesecse 8 OD 


LAWN MOWERS. 


BGetnGh ccccsccoces seccesee cen 
16-inch ....... eonnes sesccos 6 OO 
Ball Bearing. 
4 blade, adjustable bear- 
ing. 
a jesveseesesenen ae 
SP” ccvesccoeseecse aseeceo 6 OO 


LEATHER BELTING. 


From No. 1 Oak Tanned Butts. 
Extra heavy, 18-oz........35% 
Heavy, 16-02. Sprcessneen 
Medium, 144-02. ....+.+++.40 
Light, 13-oz. ener 


LEATHER LACING. 
Cut, strictly No. 1........... 45% 
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LEVELS, 


Diesten, No. 28 Asst..:.... $92 06 
No, 18, 20 in. each 1 33 
No. 22, 24 in., each 2 40 
o Shafting, 6 in..... 19 g9 
“e “ 6 in. gr. glass 24 20 
- Be. 2 ASE. .cccccad 5 15 
a No. 2 Asst......... 12 4 


= 24-26 in., each..... 1 02 
- 28-30 in., each..... 1 0 
LIFTERS. 
Stove Cover. 
Coppered ........ per gro. $6 00 
BIOGMB cccccccces ” 4% 
LOCKS. 
Barn Door. 
No. 60 Stearn’s..per doz. $11 0 
No. 80 ™ - 20 00 
MALLE} 
Carpenters’. 
Fibre Head No. 2, pe~ 4nz.$12 00 
« No. 3, 15 60 


= No. 3%, ‘ 20 60 
Round SEER, “y 
ocesesses +++-doz. $3.0 % 
Tinners’, 


ys BPS ETT per doz. 


MATS, 
Door. 


National Rigid ..... 5&108& 
Acme Steel Flexible ..... t 


MITRES. 


Galvanized steel mitres, and 
caps, end pietes, outlets. . .30%, 


DE = 8.006 pes eed geanesndees 
Galv. one piece stamped.....9% 


MOPS. 


Cotton, Star (Cut Ends). 
Pounds 12 15’ 18° 24'-3-oz. 
Per doz. $4 00 4 3835 5 50 7 00 


Enterprise ........ ooreces  16%% 
PONE occecccce nee & 6% 
NAILS. 

UE GE inc cecncdasvceetad $4 55 
Gut BOM .cccscceses aeecsds 4 65 
Wire. 7 
Common _......«-. TUTTI T 3 66 
Cement Coated .......... 3 00 


NETTING, POULTRY. 


Galvanized before weav- 


ng 
Galvanized after * weaving 45% 


NIPPERS. 
Nail Cutting. 


Double Duty. 
V. & B. No. 64.......+---- $1 03 


NOZZLES. 
Hose. 


Diamond .......- oe; doz. # 4 
Magic ..... eecce 


OILERS. 
Chase Pattern. “ 
Brass and Copper.....---- 1 
Zinc Plated .........40 & 5% 


Railroad. 


Brass ..... eee 
Coppered eececececeses 50 & 5% 
Steel. 
Copper Plated ......--- 10 & 5% 
OPENERS. 
Delmonico ~..-per doz. $1 +4 
Never Slip ....--+ ” 
Crate. 


Vv. & B., per doz. $7 25—11 00 
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